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The Peoples National Bank of Lynbrook (Long Island) finds the announcement well received 


SATURDAY CLOSINGS ... A survey shows objections dissolved by actual experience 
(See FIVE-DAY WEEK IN NEW YORK STATE... Page 18) 


This Month 
TIMEWAY BANKREDIT ...2y.. z. srovericx 
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A Human Relations Program. ... interview: wayne P. GOODENOUGH 
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A Check Paper All Your Own 
Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such woivipuaizep check paper pro- 
vides maximum protection against altera- 
tion and counterfeiting—saves banks 
. sorting time — helps prevent errors. 
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Dallas Landmark 


Srrs: I am enclosing a photograph of 
our newly illuminated tower. 

The Mercantile 
tower has always 
served as a guiding 
light for motorists 
and airplane pilots. 
With the new illumi- 
nation it can be seen 
for thirty miles. 

Over 10,000 feet of 
white and rose neon 
tubing were installed. 
The vertical illumina- 
tion exceeds 115 feet, 
including the upper 
four stories of the 
building and the 
seventy-foot steel 
tower erected for the 
display. The top is 
545 feet from the 
street. 

Its value to the 
bank and the build- 
ing is obvious. 

Rex V. Lentz, Director, 
Special Services Department, 
Mercantile National Bank, 
Dallas, Texas 
. + * 





Farm Field Men 


Srmrs: I read the article on ““Farm Field 
Men” (First National Bank of Portland, 
Oregon) with interest. The bank has a 
good and progressive plan. It not only 
improves the farmers’ welfare but also 
develops business for the bank. 

We find that all over the country banks 
are paying a lot of attention to the farming 
business, and they are making available 
plans and money to help the farmer. 

GeEorGE L. GILLETTE, Vice-president, 

Minneapolis-Moline Power 
Implement Company, 
Minneapolis 1, Minnesota 
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Customers Only 


Sirs: Sometime ago you ran a news 
item on our brochure entitled “Private 
—Customers Only.” This explained why 
and how all cash and checks received 
should be deposited, all bills paid by 
check, stubs properly kept, statements 
reconciled promptly, and Bank-by-Mail 
service utilized. 

You will be interested to know that we 
have had over 200 inquiries for copies of 
this leaflet. These have come to us from 
over 40 states and eight foreign countries. 
We received two inquiries from Australia, 
one from the Commonwealth Savings Bank 
and one from the Commercial Bank of 
Australia. 

Bankers must surely read The Burroughs 
Clearing House. 

L. D. Lacy, President, 

Central State Bank, 
Oklahoma City 2, Oklahoma 


Since 1877 


Strs: January Ist of this year marked 
the 70th anniversary of the founding of 
the Worthen Bank & Trust Company. 

To commemorate this occasion we began 





“Ye “SINCE 1877"... SEVENTY YEARS OF GROWING WITH LITTLE ROCK 







“THE FIRST TRAIN FROM LITTLE ROCK 
TO ST. LOUIS WAS RUN OVER THE 
* “(RON MOUNTAIN LINE YESTERDAY.” 
Arkansas Gasefte, Moy 4, 1985. 





Particularly newsworthy was that first traintoad of fruit 
for the north. yet it sounds like an infinitesimal piece of 
business compared with the thousands of tons of freight 
and fruit—which move from Little Rock to points-all 
over the nation today. 


But in 1884, the railroads were young—and Worthen’s 
itself was a young bank of seven, Since then our lives have 
been somewhat similar——both we and the railroads have 
become older and greater. the railroads through service to 
the industrial heart of Arkansas, Worthen’s through serv- 
ice to Arkansas’ tinancial Heart. 





Worthen Bank 
& Trust Co. 


te MAIN AT FOURTH —— MEMBER FEDERAL DEPOSIT INSURANCE CORP. ww 








a series of newspaper advertisements link- 
ing the growth of the Worthen Bank with 
the City of Little Rock. These advertise- 
ments created a good deal of comment, with 
the result that we later had the entire 
series printed in brochure form. This was 
mailed to a number of banks and other 
customers. 

We are proud of our unbroken record of 
service “since 1877” and have used this 
theme in our institutional advertising very 
effectively. 

L. E. DisHoNGH, 

Vice-president and Cashier, 
Worthen Bank & Trust Company, 
Little Rock, Arkansas 
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Depositor Suggestions? 


Srrs: Have you had any experience 
with suggestion boxes for depositors? 
Some of our officers feel that they would 
like to get the public’s reaction to our 
services and think a suggestion box in 
which depositors could drop suggestions 
and comments would be of value. Others 
think we would be encouraging crank let- 
ters and inviting trouble. 

We would welcome the experience of 
any other banks with this type of box for 
depositors. 

E. J. Livesey, Assistant Comptroller, 
The Dime Savings Bank of Brooklyn, 
DeKalb Avenue and Fulton Street, 

Brooklyn 1, New York 








GheBurrenahis 
aring House 


Editor, HENRY J. BOONE 
Associate Editor, HARRY V. ODLE 


July, 1947 





Vol. 31:: No. 10 





CONTENTS 


Page 
Timeway Bankredit . . . . 165 


By B. R. Broprerick 


Five-Day Week in New 
TON ks os ee 


By Harry V. Opie 


Applying a Human 
Relations Program . . . 22 


An interview with 
Swayne P. GoopENoUGH 


Clutchbill Plugs a 
SOG + 4 at lS 


By Frep CopeLaANp 


The Washington Viewpoint . 27 
By N. P. Grecory 


The Personality Spotlight . . 33 


Canadian Banking . . . . 88 
By James MontTAGNES 

The Booklet Counter .. . 41 

Court Decisions ... .. 48 


By Cuar.es R. Rosensera, JR. 








EDITORIAL AND BUSINESS OFFICES: 
DETROIT 32, MICHIGAN 
ADVERTISING OFFICES: 

DETROIT 32, Second and Burroughs Avenues 
Madison 2260 
NEW YORK CITY 3, 219 Fourth Avenue 
Algonquin 4-6350 
CHICAGO 6, 308 West Washington Street 
Franklin 3929 
FRANK E. QUISH, National Advertising Manager 
Copyrighted, 1947, by 
Burroughs Adding Machine Company 




















The Pirates 


Sirs: For some years I have been re- 
ceiving your magazine and I regard it as 
the best in its field. It is informative and 
very interesting. 


Wo. E. BENSWANGER, 
Former President, 
Pittsburgh Athletic Company, Inc., 
Pittsburgh, Pennsylvania 


New president of the Pirates is Banker 
Frank E. McKinney, president, Fidelity 
Trust Company, Indianapolis, Indiana. 
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Credit Information 
for Chase Correspondents : 


Asa part of our service to correspondent banks we endeavor 
at all times to furnish complete and accurate credit infor- 
mation both for their own use and to assist them in answer- 
ing their customers’ inquiries. 

Our extensive facilities, both foreign and domestic, 
enable us to give prompt attention to the credit inquiries 


of our banking friends. 


Among other services to correspondent banks are: 


Issuance of letters of credit Safekeeping of securities 
Collection of checks, drafts and other bank documents 
Transmission of funds abroad and shipment of currency 
Information and advice regarding banks’ investments 
Participation in local loans when desired by correspondents 
Performing a wide range of incidental services 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Senior Credit Analysts 





Credit Investigators 0 
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In the TREND of BANKING 





Bimson: ‘‘Small Loans 
Guarantee Needed’’ 


“I believe the Tébey Bill would un- 
doubtedly help in the making of medium- 
sized term loans, but it will not solve the 
problem of term financing for the great 
mass of really small business,” Carl A. 
Bimson, vice-president of the Valley 
National Bank of Phoenix, Arizona, and 
widely known authority on small-business 
loans, said recently before a convention of 
the American Industrial Bankers Associ- 
ation. 

“In my opinion, an operation similar to 
that of the veterans’ loan guarantee of busi- 
ness loans is the only answer to this need. 

“I don’t believe in Government subsidies 
as such, but since banks are not permitted 
to provide themselves with an insurance 
plan for underwriting loan losses on a 
national scale, the Government itself is 
the only one that can act im the capacity of 
an insurance company for the collection 
of a percentage of the interest charges 
made on small business loans. 

“This percentage would be used as 
premiums on all insured loans and out of 
it losses or claims could be paid in a manner 
similar to FHA Title I, except that the 
banks should be permitted to liquidate any 
assets before filing claims for the net loss. 

**T believe such a fund could be made self- 
supporting within a few years and would 
enable many more banks to extend loans to 
many additional small businesses for useful 
purposes.” 


The C. E. D. Viewpoint 


While opposing the general idea of 
Government agency loans or guarantees, 
the Committee for Economic Develop- 
ment has issued a national policy commit- 
tee statement favoring a Federal Reserve 
loan guarantee plan “insofar as the sup- 
port of business credit by an instrumental- 
ity of the Federal Government becomes 
necessary or desirable.” This was merely 
one phase of a broad report on “Meeting 
the Special Problems of Small Business.” 

The C.E.D. research and policy commit- 
tee, where economic conditions warranted 
such a step, “‘would favor granting powers 
to the Federal Reserve banks to guarantee, 
up to a stipulated percentage, term and 
capital loans made by any commercial 
bank, and repealing present powers to 
make direct loans.” 

Advantages cited. The report adds: 
“Guarantee by such Federal Reserve 
banks would keep such financing within 
the business structure, under auspices 
closely geared to changing business require- 
ments and in line with central banking 
policy. Loans to new as well as established 
businesses should be eligible for guarantee 
and should be for such time periods as 
best meet the needs of business. 

“The committee believes that under 
roper powers, the Federal Reserve System 
ould help many banks to enter more 








A. I. B. leaders, left to right, Messrs. Irwin, Hauser, Carter, Greenwood and Larson 


A. |. B. membership now 78,605 ; class enrollment up 72 per cent 


confidently into the extension of credit to 
business on a longer-term basis, to the 
mutual advantage of business and the 
banks.” The report points out that the 
guarantee plan could be used to meet 
abnormal risks in normal times and to lend 
aid for, otherwise normal risks in stringent 
times. 

To assure more dependable credit to 
small business, the C.E.D. also suggests 
development of a loan standards manual, 
conseling service, and annual clinics under 
the auspices of banker associations or indi- 
vidual banks. At the same time, the 
report cites the responsibility of the small 
enterpfiser to make an adequate presenta- 
tion of all needed facts in his credit applica- 
tion, and to recognize the proportionately 
greater expense involved to the lender in 
making small business loans. 

FDIC protection against runs, the fact 
that liquidity is no longer a problem, 
liberalized Federal Reserve discount provi- 
sions, and changed supervisory policies 
now make it safer and easier for banks to 
extend small business credit, the C.E.D. 
avers. 

Capital banks. To provide equity 
funds, the report suggests special “‘capital 
banks” as an extension of the commercial 
banking system. Stock in these capital 
banks would be subscribed by individuals, 
business firms, and by commercial banks up 
to a specified percentage of their capital 
and surplus. 

“The chief clientele of the capital bank 
could be expected to be customers referred 
by the commercial banks,” the C.E.D. com- 
mittee explains. ‘““The capital bank would 
be empowered to make long-term loans to 
or purchase the securities of small and 
medium-size firms.” Where the bank 
held stock in a firm, it would share in the 
profits, and provision would be made for 
redemption of the stock. Counseling serv- 
ice would be a part of the program. 


Highlights of A. I. B. 
Convention 


The A. I. B. annual convention, held in 
Detroit, Michigan, June 2 to 6, brought 
election of new national officers, more than 
50 talks by leaders in banking, education 
and industry, and a 1,607-delegate revival 
of the pre-war-style annual meeting. 

Garnett A. Carter, vice-president of The 
Fulton National Bank, Atlanta, Georgia, 
was elevated from national vice-president 
to president of the institute and Pierre N. 
Hauser, vice-president of the First Wis- 
consin National Bank, Milwaukee, was 
elected to the vice-presidential office. 
Continuing in their offices are Dr. William 
A. Irwin, educational director; Leroy Lewis, 
assistant educational director; Marion 
Turner, assistant to the educational direc- 
tor; Floyd W. Larson, secretary; and 
Robert C. Rutherford, assistant secretary. 

George J. Greenwood, Jr., outgoing 
president of the A. I. B. and vice-president 
of The Bank of California N. A., San 
Francisco, reviewed the progress of the 
institute in his opening address to the 
convention. 

“There are now 221 chapters and 143 
study groups in the A. I. B.,”” Mr. Green- 
wood said. “This compares with 189 
chapters and 51 study groups a year ago. 
Membership in the institute now stands at 
78,605, as compared with 74,049, the previ- 
ous high. Enrollment in regular classes 
has increased 72 per cent over last year.” 

The institute resumed at the Detroit 
convention its nationai debate which was 
abandoned during the war. Debating 
teams from New York and Chicago met in 
the finals, with the New York team winning 
with argument for the negative.on the 
question, “Is debating the stepchild of 
banking education?” 

Another feature of the convention was 
the public speaking contest finals for the 
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A. P. Giannini Educational Endowment 
prizes. First prize winner was Robert F. 
Clark, Seattle-First National Bank, Spo- 
kane, Washington; the second prize went 
to Orin A. Hill, Jr., American Trust Com- 
pany, Berkeley, California; third prize, 
William D. Dowd, Security National Bank 
& Trust Company, St. Louis, Missouri; 
and fourth prize, Albert C. Bartlett, Citi- 
zens Trust Company, Portsmouth, Vir- 
ginia. 

The convention was under the local 
chairmanship of Earl J. Failor, vice- 
president, National Bank of Detroit. 

Many of the delegates expressed the 
opinion that Mr. Failor and his vice- 
chairmen, K. G. Cone and A. O. Werner of 
the Industrial National Bank, Detroit, 
and J. R. Wilt of The Manufacturers Na- 
tional Bank of Detroit, had helped make 
the convention a complete success. 

The chairmen were assisted by Conven- 
tion-secretary Helen Hicks, National Bank 
of Detroit, and more than 260 Detroit 
committeemen and hostesses. 


Sf 4 7] 


Annual Report Contest 
Has Broad Aims 


The Detroit Trust Company of Detroit, 
Michigan, has announced plans to award 
twelve “Business Oscars” to Michigan 
companies whose current annual reports 
to stockholders or employees are outstand- 
ing. 

The awards are to be used as a supple- 
ment to Detroit Trust’s extensive program 
for the promotion of more interesting and 
comprehensive annual reports by Michigan 
businesses. A part of the company’s pro- 
gram consists of keeping a voluminous 
library of notable company reports for 
use as examples by different concerns. 
The company has also held numerous con- 
ferences with educators, business and indus- 
trial leaders in an attempt to learn how 
annual report improvement and other 
means may bring to the public a better 
understanding and appreciation of the 
American economic system. 

The “Business Oscars” are now being 
designed. Six will be presented for the 
best stockholders’ reports and six for the 
most interesting and informative reports 
to employees. In addition there will be a 
second and third place award in each 
classification, numerous merit certificates, 
and a grand award for the best combined 
stockholders-employees report. 

Small companies will not compete with 
large companies for the awards because 
the reports will be sorted into six different 
subdivisions, based on the size of the com- 
panies as determined by the number of 
employees. 

“The archaic language of the usual 
financial statement is susceptible to mis- 
interpretation and misunderstanding,” said 
Selden B. Daume, president of the Detroit 
Trust Company. “Much of the criticism 
directed against management today is 
based on false information. 

“Simple, interesting and understandable 
reports to stockholders and employees can 
do much to counteract the vicious effects 
of such propaganda. We believe that 
modernized reports, made attractive, un- 
derstandable and accurate as possible, can 
help promote harmonious relations between 
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management on the one hand, and labor, 
investors and the general public on the 
other.” 

+ . + 


‘*Roving Hostess’’ Added 
to Bank Staff 


A “roving hostess” experiment at The 
United States National Bank of Denver, 
Colorado, has met with widespread public 
acclaim. 

It was suggested by one of the directors 
of the bank that an attractive young lady, 
who would be free from routine duties, and 
who could devote her entire attention to 
receiving and directing the public in the 
bank could, as the bank reports, “‘go a 
long way toward breaking the ice in bank- 
public relations.” 

The young lady selected was Mrs. 
M. A. Chaney, whose experience had been 
in secretarial and stenographic work. 





Her duties are varied 


For her first week, Mrs. Chaney visited 
all departments of the bank, talking with 
officers and department heads and learning 
the functions of every phase of the bank’s 
services. 

Following the week of orientation, she 
felt familiar with the bank’s names, faces 
and functions and took her position in the 
lobby. Her headquarters is a desk in the 
center of the lobby, directly in front of the 
entrance. On her desk is a sign ““Ask Mrs. 
Chaney.” The sign has stimulated hun- 
dreds of questions ranging from how to 
fill out a deposit slip to ““What is the alti- 
tude of Salt Lake City?” 

Bank advertising helped acquaint the 
public with Mrs. Chaney. Spot announce- 
ments on the bank’s radio programs, display 
advertisements in newspapers and inserts 
in depositors’ statements were used. 

Mrs. Chaney has been successful in 
alleviating congestion in the lobby. For 
when people congregate around the new- 
accounts desk, Mrs. Chaney directs some 
of them to desks of other officers who can 
open the accounts. When the lines at 
tellers’ windows are long, she directs cus- 


tomers to the windows which are least 
busy and to the self-service depository. 
Although she has a desk, Mrs. Chaney 
circulates throughout the lobby. She 
learned quickly to spot a stranger in need 
of assistance. 

In the course of normal turnover and 
increase, the bank estimates that about 
800 new customers come into the U. S. 
National every month. Very few of them 
escape Mrs. Chaney’s attention. The 
response by depositors, officers and direc- 
tors has been such that the bank hostess is 
a permanent fixture in the bank. 


° Sf 


Service-Charge Income 
Found Vital to State Banks 


In its annual report, the state bank divi- 
sion of the A. B. A. has noted that “‘service- 
charge income has become an important 
source of revenue for many state-supervised 
banks. 

“In 1946,” the report stated, “aggregate 
earnings of $110,190,000 from such charges 
represented 8.4 per cent of total earnings 
from current operations,” and added: 

“Without service-charge income, average 
banks in Minnesota and North Dakota 
would have showed net losses before divi- 
dends. In five states—Louisiana, Minne- 
sota, North Dakota, South Dakota and 
South Carolina—the average bank would 
not have had sufficient profits to cover 
dividend declarations were it not for the 
service-charge income.” 


Sf o o 


Bank Polls Public on 
Parking Problem 


The First National Bank of Meadville, 
Pennsylvania, often noted for its commu- 
nity projects, its reports to stockholders 
and general advertising, has initiated an- 
other local project of widespread interest. 

Realizing that the lack of parking facili- 
ties in Meadville is inconveniencing shop- 
pers and is partly responsible for the grow- 
ing tendency of new businesses to locate 
outside the central area, the bank has con- 
ducted an eight-day public poll on pro- 
posed solutions for the parking problem. 
It was thought that the bank, as a caterer 
to customers of varied interests, could ob- 
tain authentic survey results. 

The bank’s officers, together with Pro- 
fessor of Psychology Guy Buckingham of 
Allegeny College, devised and printed 
questionnaires on the parking problem. 
The questionnaires were headed, ‘Your 
Advice is Needed,” and contained ten 
questions which could be answered ‘“‘yes” 
or “no.” These were distributed to cus- 
tomers and to merchants and business 
establishments. 

Although comments were optional, a 
great many of those voting submitted con- 
structive suggestions and opinions on the 
parking situation. Nearly 99 per cent of 
the ballots cast endorsed a .centrally- 
located city parking lot. 

When the results of the poll were pub- 
lished, the city’s chamber of commerce 
authorized an investigation of the possibili- 
ties for constructing a centralized parking 
lot in the city. 

The bank feels that the results to date 
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BANKERS TRUST 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








COLLECTION SERVICE 


When banks send their checks, notes and drafts to us for 
collection they are assured of prompt and dependable 
service—twenty-four hours a day. 

Modern, high-speed machines, plus careful work by 
experienced personnel, insure the earliest availability of 
the proceeds of all items. 

We welcome inquiries from correspondent banks and 
others with a view to securing full benefit from mail. and 
express schedules, both rail and air, and thus further expe- 
dite the handling of items forwarded to us for collection. 

You are cordially invited to visit us at your conven- 
ience. We will be glad to show you 


how deposits are processed to insure 







maximum speed of presentation. 


COMPANY 


NEW YORK 
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Summer banking school at University of Wisconsin draws 300. bankers from 20 states 


are worthy of its effort and expense in 
conducting the poll. 


° o ° 


Office Customs Survey 


A tabular presentation of practices and 
facilities affecting more than 260,000 office 
employees of 836 companies in 75 principal 
cities of the United States and Canada has 
been published by the research committee 
of the National Office Management Associ- 
ation. The survey is entitled Office Cus- 
toms. 

The data in the report are tabulated to 
reflect four major breakdowns: The type 
of business, the size of the company, ,the 
geographic location of the company and 
the sex of employees. Customs reported 
on include office smoking, rest areas, recrea- 
tion rooms, rest periods, between meal 
feeding practices, office hours, work week 
and length of lunch periods. 

Copies of the report may be obtained by 
writing to the National Office Manage- 
ment Association, 2118 Lincoln-Liberty 
Building, Philadelphia 7, Pennsylvania. 
The price of the book is $1.00. 


° o ° 


Third Printing of Credit 
‘*Bible’”’ 


A third printing of ““The Credit Depart- 
ment—A Training Ground for the Bank 
Loan Officer,”’ the credit manual or “Bible” 
issued by the Research Committee of the 
Robert Morris Associates, has been found 
necessary. The book has received an out- 
standing acceptance by credit men. Its 
primary use is to serve as a text for the 
education of new employees or returned 
servicemen who have been out of touch 
with activities in the credit department. 
Copies are now available through R. W. 
Duning, Secretary-Treasurer, Robert Mor- 
ris Associates, 1417 Sansom Street, Phila- 
delphia 2. Price of the book is $1.00. 


+ . 


New Industrial Survey 


The Robert Morris Associates, which is 
expanding its credit-research program, has 
published its latest industrial study, en- 
titled Highlights of The Structural Steel 
Industry. 

The survey includes a comprehensive 
introduction by Raymond W. Duning, 
national secretary of the Associates. The 


introduction analyzes- the industry in 
general, giving special emphasis to its his- 
tory, labor situation, costs and credit 
requirements. 

The survey is for distribution to mem- 
bers of the Robert Morris Associates and 
is made up of pertinent statistics of the 
industry from 1936 to 1945. 


4 ° * 


Summer Banking School 
Popular 


The University of Wisconsin, Madison, 
was the scene on June 2 to 14 of the third 
annual summer session of the university’s 
school of banking. 

The school, which is sponsored by the 
Central States Conference, provided in- 
struction during this session for more than 
300 bankers from 20 states and the District 
of Columbia. 

Herbert V. Prochnow, director of the 
school and vice-president of the First 
National Bank of Chicago, Illinois, an- 
nounced that the freshman class this year, 
including 174 bankers, is exactly double the 
class of last year and that 100 faculty 
members, representing banking, industry, 
law, education and government, were on 
the lecture staff for this year’s session. 

Registrar Wall G. Coapman, secretary 


of the Wisconsin Bankers Association and 
president of the Central States Conference, 
said that because of the increasing popu- 
larity of the school and the desire to keep 
classes small, all bankers who contemplate 
attending next year should send in their 
applications without delay. 


. e ° 


Bank Does Farm 
Auction Business 


The Merchants National Bank and 
Trust Company of Syracuse, New York, 
believes that information about most of its 
services could be obtained by inquiring at 
any farm home in central New York State. 
The bank bases this broad generalization 
on the results of its “Farm Auction Service” 
program, which was begun seven years ago. 

In 1940, Crandall Melvin, president of 
the bank, was casting about for ways in 
which the bank could be of more service to 
the farmers of the section. The bank had 
some farm loan business but believed that 
it needed to demonstrate more thoroughly 
its interest in the welfare of the rural area 
surrounding Syracuse. 

The bank surveyed the needs of farmers 
and found that most of them had been 
burdened at least once with the details of a 
public auction. At these times they were 


Farm auction service brings rural recognition to Syracuse bank 
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required to keep many records, to handle 
large amounts of money and to supervise 
the sales. The bank found that each year 
many farmers disposed of their property at 
auction because of their inability to secure 
help, because of physical disabilities or for 
the settling of estates. The bank, feeling 
that this was a field where it could serve 
the farmers, set up its auction service. 

When a farmer desires to sell his property 
he contacts Ed Keane, agricultural man- 
ager for the bank. A complete list of 
items to be sold is made, a date of sale 
selected, and the farmer selects the auc- 
tioneer he desires from the list which the 
bank keeps. The bank prepares advertis- 
ing, lists the sale in the Syracuse and sec- 
tional newspapers, sends notice of the sale 
to its list of farmers in the county where the 
sale is to be held and posts display cards 
where they may be seen most frequently 
by farmers. The bank has found that it is 
important to list in the advertising each 
of the items to be sold. 

The bank also suggests other details 
which make a sale go smoothly and success- 
fully. An adequate parking area is made 
available at the auction site, all equipment 
for sale is thoroughly cleaned and a selling 
schedule is worked out. Usually the small 
items are sold first, then the machinery, 
and finally the livestock. Every auction is 
completed in time for farmers present to 
get home to take care of evening chores. 
For conducting auction sales the bank 
receives a 5 per cent commission out of 
which it pays the auctioneer and its own 
expenses. The advertising costs are paid 
by the farmers. 

Sales are held during the winter as well 
as summer. Despite the severe weather 
which is common in the area, the bank has 
had to cancel only one sale since it has 
been carrying out the service. 

On the day of the sale Mr. Keane and 
his three assistants arrive early. They 
check all details and set up office, usually 
in the barn, where a bookkeeper and cashier 
are available throughout the sale. The 
other assistant sees that salable items are 
always available to the auctioneer so that 
the sale may be kept moving swiftly, and 
prepares a record of each item sold for the 
bookkeeper. 

Mr. Keane circulates throughout the 
crowd, visiting and talking to anyone who 
desires to arrange credit for a purchase. 
These loans are both secured and unsecured 
depending on the individual cases; by 
conducting auctions Mr. Keane has become 
acquainted with a great many farmers and 
can quickly set up most farm loans. 

The loans at the sales are only part 
of the business the bank has developed 
through its auction service. The service is 
designed to show farmers that the bank is 
ready to help him and frequently, when he 
needs cash for an item around his farm, he 
comes to the bank for a loan. 

The bank believes that the business 
which has come from the auctions, directly 
and indirectly, now gives rise to a major 
part of the bank’s activity. 


° ¢ ¢ 


Job Evaluation Survey 
Published 


For financial institutions which are con- 
sidering job evaluation systems, a. new 
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book, The Operations of Job Evaluation, 
published as a report on the results of a 
survey by the Industrial Relations Section 
of Princeton University, may be helpful. 

While a great deal has been written on 
the subject of job evaluation, few works 
take as objective a view as this survey, 
pointing out the pitfalls as well as the 
desirable factors in such systems. The 
book reports on the experience of 73 com- 
panies which have used job evaluation. 
While 41 of these companies report definite 
satisfaction with their systems, 11 express 
dissatisfaction and give valuable informa- 
tion about the mistakes which engendered 
their dissatisfaction. 

The book may be obtained from the 
Industrial Relations Section, Princeton 
University, Princeton, New Jersey, at a 
price of $1.50. 


Public Relations via 
Tractors, Canary Birds 


Farm tractors, washing machines, canary 
birds and other varied items which are 
generally uncommon to bank lobbies are 
now on the scene at the Rock Island Bank 
and Trust Company, Rock Island, Illinois. 

The manufactured goods are parts of 
the bank’s “Know Rock Island” lobby dis- 
play program, while the canary birds are 
believed by the bank to be a permanent 
addition. 

According to Ray W. Osterman, presi- 
dent of the Rock Island Bank, the “Know 
Rock Island” displays, which feature one 
of the city’s industries each week, are 
intended to develop a closer relationship 
between the bank, the local manufacturers 
and the community in general. 

“‘We have received a great deal of favora- 
ble comment on the exhibits,” said Mr. 
Osterman, “and they have proved to be 
of much value from the public relations 
viewpoint.” 

The addition of six singing canaries is 
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Shareholders of Orlando bank get “‘board meeting” facts. . . 


another public relations innovation at the 
bank. Four of the birds are suspended 
from the balcony, one is in the safe deposit 
department and one is in Mr. Osterman’s 
office. 

o ¢ @ 


Shareholder-Relations 
Experiment 


Twelve years ago, when a national maga- 
zine published survey findings showing 
that less than 15 per cent of all shareholders 
read annual company reports, Linton E. 
Allen, president of the First National 
Bank at Orlando, Florida, was asked to 
submit his bank to an experiment in share- 
holder relations. 

J. N. Stonebraker, Orlando business 
counselor, asked Mr. Allen to allow a study 
of his bank’s activities and the preparation 
of an annual report based on the results of 
the study. When the report was made and 
the shareholders’ opinion scientifically 





SKGVSSSTSSSS SSSSOSG GSC os gegeooaes 








‘0. 





Knowledge you need 


£O 
co) 
co) 
& 
a 
4 When you have business in this area, use the 
os complete knowledge of New England mar- 
& kets and business conditions which this bank 
iS of “Outstanding Strength” has accumulated 
@ over more than 111 years of handling diff- 


: cult and unusual tasks for customers and cor- 
& respondent banks. 

1 

} The National 

#| Sh Bank 

3 awmut ban 

oF 40 Water Street, Boston 

4 Member Federal Deposit Insurance Corporation 

FO CaPITAL $10,000,000 SuRPLuS $20,000,000 








SUGGS HT TOT SSS SS SST SHG SSS 





& 
SLSSSSCOSSSSSOSCSSSSSRSOSOSSSSSSSSS 


co) 


In writing to advertisers please mention The Burroughs Clearing House 





sounded, it was found that more than 85 
per cent reader interest had been attained. 

The national magazine which had pub- 
lished the results of the initial survey 
grasped the findings of the First National 
Bank at Orlando and published the story 
as indicative of what might be done to 
make annual reports interesting as well as 
comprehensive. 

Remembering the experiment of 12 
years ago—when the bank was one-twelfth 
its present size—the bank recently carried 





. . . from Bank President Allen 


out another experiment in shareholder rela- 
tions. Shareholders were invited to a 
reception in the banking rooms, served 
refreshments and entertained with music 
in the florally-decorated setting. Then 
President Allen took the stage. 

Aided by graphs and charts, Mr. Allen, 
together with executive officers and other 
bank personnel, gave the shareholders 
information patterned after that dispensed 
in board meetings. The shareholders were 
told the exact reasoning behind bank 
operations, investments, earnings, divi- 
dends, taxes and employee salaries. 

The bank téstifies that the shareholders’ 
reaction was entirely favorable and that a 
local “‘shareholders’ banking institute’”’ may 
result. It is hoped that the unique organi- 
zation will crystallize into an auxiliary 
board whose action, along with that of the 
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bank’s board of directors and staff, will 
make for a more compact and co-operative 
banking unit. 

> . » 


Banks Use Local 
Magazine 


In the Flatbush section of Brooklyn, 
New York, each of the eleven banks find it 
worthwhile to distribute the monthly 
Flatbush Magazine to patrons. The maga- 
zine, which has been issued since 1927, is 
published by the Flatbush Chamber of 
Commerce. 

One of the features of the magazine is 
the “Banks and Banking” section which 
has been edited for years by George Neu- 
mann, assistant vice-president of the 
Lincoln Savings Bank, and which is now 
edited by Ray Sundholm, manager of the 
Prudential Savings Bank. 

Most of the Flatbush banks advertise 
in the magazine and pay for and distribute 
from 100 to 250 copies each. 


7 ° Sd 


A $1,000,000 Display 


The Bank of Georgia, in Atlanta, 
recently displayed $1,000,000 in cold 
cash, in plain view for everyone to see, not 


merely to satisfy public curiosity as to what 


a “million bucks” looks like, but to 
stimulate interest in a little lesson in 
economics. 

Portrayed on huge display boards were 
illustrations of what a bank does with a 
million dollars and what a typical Atlanta 
industry does with it, as well as other items 
of economic interest. 

“Due to the fact that people have so 
many different ideas on how the national 
income dollar is spread,” explains C. T. 
Greer, executive vice-president, “‘the bank 
strove to perform a public service by pre- 
senting factual information on what hap- 
pens to a million dollars, from several 
viewpoints.” 

+ - * 


Prospects Up for Farm- 
Equipment Financing 


Little has been done until now to provide 
mechanized equipment for the small farm 
operator whose annual gross income does 
not justify purchase and use of large units. 

As compared to the 1,013,320 farms of 
more than 100 acres, there were nearly 
three times as many farms of 40 acres or 
less, 3,017,521, at the last census. Farm 
loan men as well as small farm operators 
are now anticipating mechanized equip- 
ment to fit the small tracts’ limited needs. 

It has been announced that the Inter- 
national Harvester Company is beginning 
production of a new, small, low cost farm 
tractor with a complete line of matched 
implements. The midget machine is a 
scaled-down model of the row-crop tractor 
used on large farms and is to be called the 
“Farmall Cub.” 

The producing company testifies that 
the tractor, pulling a single 12-inch plow, 
will plow three and one-half acres a day in 
most soils. It will cultivate one to four 
rows of crops at a rate of more than one 
acre per hour. Fuel consumption is at a 
rate of less than one gallon per hour. 





The price of the»tractor and equipment 
will be -within the range of the small- 
farmer income group, the company states. 






















FOREIGN REMITTANCES 


We specialize in forwarding 
of funds abroad for our 
banking friends with or 
without Foreign Depart- 
ments. Our remittance serv- 
ices include commercial, 
benevolent and living ex- 
pense payments abroad by 
cable, mail or airmail. 
Experience developed | 
over the years, and close 
friendly relationships with 
worldwide correspondent 
banks are available to assist 
domestic banks to 
establish orextend., 
their own remit- 
tance service. We 
welcome your in- 
quiries. 





Small farms to mechanize 


The advent of this small line of equipment, 
combined with the tremendous number of, 
truck and small-plot farms, indicates that 
an increased volume of farm-equipment 
financing may be forthcoming. 
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New Bank Quarters, 
Modernization 


The Home Savings Bank, Boston, Massa- 
chusetts, recently spent an energy-packed 
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HE Royal Bank of Canada operates branches 
from one end of Canada to the other, in every 
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towns and villages. These branches, numbering 


over 590, offer a natural avenue through which to 
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in the Dominion. They also provide useful points 
of contact in future markets and areas of supply: 
We invite your inquiries: 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency — 68 William Street 
Norman G. Hart—Agents—Edward C. Holahan 


Branches throughout Canada and Newfoundland, in the West 
Indies, Central and South America—O fices in London and Paris 
Total assets exceed $2,000,000,000 
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Many distinctive features in Boston bank’s new quarters 


week-end moving into the well-appointed 
new setting pictured above. Beginning 
Friday evening and finishing the following 
Sunday afternoon, the bank shifted from 
its old quarters to the new at 69 Tremont 
Street without an interruption in customer 
service. 

The moving was directed by Carl M. 
Spenser, president of the bank, with 
Assistant Treasurer P. O. Bullard handling 
the detailed supervision. The operation 
plan for the event was simplified by the 
use of numbers and charts posted in the 
new quarters. As the movers entered the 
building, they were directed to the right 
location with each piece of equipment by 
bank employees acting as checkers. Tell- 
ers moved their own machines and all 
employees took care of their own effects 
while movers and riggers handled the 
major pieces of equipment. 

Design and layout of the new quarters 
represent many of the constructional ele- 
ments important to efficient banking serv- 
ice. Overhead banks of fluorescent units 
combine with hidden lighting arrange- 
ments to afford complete illuminations at 
all points. Hanging glass signs at the 
operating department desks identify loca- 
tions. “On duty” is indicated by the 
lighting of a bulb in an out-of-sight trough 
across the top of these signs. The spacious- 
ness of the bank setting is accented by the 
flexwood walls, the solid mahogany of the 
doors, railings, trim and open counters, 
and the soundproof ceilings and rubber- 
tiled floors. Glass block windows behind 
the tellers allow ‘passage of light but proof 
against the noise of outside traffic. 

One of the most interesting features of 
the new setting is the wall murals depicting 
Trement Street at the time of the bank’s 
beginning, in the 1860’s. This tribute to 
the past is the product of Carroll Bill, well- 
known mural and water color artist. 

The bank has also installed a_ well- 
stocked library, a kitchenette, and locker 
rooms. For records, the basement now 
includes a modern storage vault. 

On opening day a supply of hundreds of 
carnations—one for each customer as he 
entered—gave out at noon. 

In announcing its new environment, 
Home Savings combined a description of 


the quarters and added facilities with its 
quarterly statement. 


+ 


An unusual amount of publicity was 
given the recent opening of the new Ameri- 
can State Bank, Milwaukee, Wisconsin. 
The officers and directors sent out approxi- 


mately 10,000 invitations to friends and 
business acquaintances, inviting them to 
a 4 to 9 P.M. open house at the bank. 

The invitations, plus generous news- 
paper publicity, brought more than 20,000 
visitors to the opening. 

A great deal of enthusiasm was shown 
for the new quarters. Among the out- 
standing features of the bank, the lobby 
of which is shown below, is the abundance 
of chromium and glass fixtures, the Vert 
Antico marble from Greece in the vestibule 
and the Rosato marble from Italy in the 
banking room and officers’ space. 

The bank’s wall mural, painted by the 
St. Louis artist, Mike Chemyk, depicts 
Milwaukee’s founders, Solomon Juneau 
and Byron Kilbourn, looking with amaze- 
ment at Milwaukee’s present skyline. 

The bank has provided free parking space 
adjoining the bank. 

Sd 


Equipping itself for greater volume and 
faster consumer-credit service, the Bank 
of Sheboygan at Sheboygan, Wisconsin, 
has added to its banking facilities the 
consumer-credit annex pictured below. 

The annex, which is adjacent to the 
main building, is completely modern. A 
long curved counter encloses the office and 
extends to three conference rooms in the 
rear of the building. Woodwork is of 
striped African mahogany, the top of the 
counter is inlaid with formica, and the 


Modern design, wall murals featured in Wisconsin banks 


American State Bank, Milwaukee, above, and consumer-credit department of Bank of Sheboygan 
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flooring is asbestos tile. Illumination: is 
provided by direct and indirect fluorescent 
lights. The building is air conditioned and 
has sound-absorbing ceiling. Two large 
photo murals of local farm scenes are the 
main decorative elements. 


° ° ° 


Concise Service Charge 
Explanation 

Presenting the subject in its most con- 
cise form, the Country Bank Operations 


Committee of the A. B. A. has prepared a 
folder which gives essential information on 


Checking Account 


“These businesses may seem different- 
hut theyre all alike, in one thing 








Scripts and recordings for 
radio programs must get 
there in a hurry. This is one 
reason why stations, net- 
works and agencies are big 
users of Air Express. Here’s 
where speed pays. 


W 


Quickest way to get samples, new 
products, and presentations for new 
lines to salesmen on the road and to 
distributors is by Air Express. Beats 


Service Charges for jf! 


Country Banks” 


Country Bank Operations Commission | 


American Bankers Association 











Essential service-charge facts 


its carefully-worked-out service charge plan 
for country banks. The folder is entitled, 
“Checking Account Service Charges for 
Country Banks,” and is a condensation of 
the manual recently published on the plan 
by the committee. 

While one copy of the folder is being 
sent to each member bank, banks may 
obtain as many as five additional copies 
upon request to the committee. 
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competition; 
Speed pays! 
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sales come quicker! 





Speed is essential in delivery 
of all kinds of valuable 
papers, stock certificates, 
» bank checks, etc. The safe, 
quick way to ship them is 
by Air Express, Speed pays. 














Pie 


Speed pays in your business, too! 


Fast-moving businesses must rely on speed for greater profits . . . and 


speed means Air 


Express. This speedy service is more valuable than 


ever because of increased fiying schedules, bigger and faster planes. 
Even coast-to-coast delivery overnight. What’s more, rates are low. 
For example, you can send 14 lbs. 1300 miles for only $5.59. Heavier 





weights—any distance—similarly inexpensive. 

e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 





The Teller Manual 
‘‘Gets Around”’ 


The ABC's of Teller Work, the outstand- 
ing manual for tellers and teller-trainees 
originated by The Detroit Bank, Detroit, 
Michigan, has made an unusual record for 
itself. 

Newest recognition for the book is noted 
in a reprint made by the Surety Association 
of America, an organization of companies 
engaged in the fidelity, surety and forgery 
bond business throughout the United 
States. The association has reprinted, and 
is distributing as a public service, the 64- 
page book to 19,000 commercial and sav- 
ings banks throughout the country. In- 





e Direct air service to and from scores of foreign countries. 
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Detroit bank's teller manual has been distributed internationally 


quiries about this distribution may be 
addressed to the association at 60 John 
Street, New York, New York. 

The Detroit Bank reports an exceptional 
response from the article in the November, 
1946, issue of The Burroughs Clearing 
House, in which Vice-president Charles H. 
Hewitt described the teller manual in 
detail. At the last report, requests for 
6,307 copies of the original manual had 
been received by The Detroit Bank. The 
requests came from 47 states, as well 
as Alaska, Australia, Canada, China, 
Hawaii, Mexico, and eight other countries 
and provinces abroad. 

A number of banks placed quantity 
orders for the manual. A Cleveland, Ohio, 
bank requested 225 copies. From Seattle, 
Washington, came a request for 100 copies. 
A bank in San Juan, Puerto Rico, obtained 
40 copies. Banco Internacional, S.° A., 
Mexico, translated parts of the manual 
into Spanish for use in its house organ, 
Bisa. 

- + . 


Bank Looks to 
Past, Future 


““Of Men and Banks” might be the title 
for some of the most inspiring American 
biographies. Such personal and institu- 
tional histories usually come to light at the 
time of anniversaries, upon the recognition 
of outstanding success or at the beginning 
of new enterprises. On all of these counts 
the Bank of Douglas in Douglas, Arizona, 
seems to qualify. 

When the Bank of Douglas opened a new 
branch in Phoenix recently, many a cattle- 
man and prospector recalled in contrast 
the financial institution when it was first 
established. 

It was 61 years ago that William H. 
Brophy decided to set up a kind of banking 
business in his store at Bisbee, Territory 


of Arizona, as a convenience to his cus- 
tomers. Its functions have changed since 
the early days, but its banking theories 
have been altered very little. 

When William Brophy started his bank- 
ing business, Mexico was more developed 
than the territory north of the border 
which is now Arizona. Much financial busi- 
ness was done in Mexico and because a 
great deal of Mexico’s business was with 
Europe, foreign exchange came to be a 
big item. Pioneer-banker Brophy decided 
to deal in foreign exchange as a side line in 


his Copper Queen store. By 1900 the 
“side line’”’ had grown to such proportions 
that it was necessary to organize the Bank 
of Bisbee, formally. 

Two years after the Bank of Bisbee was 
founded, the Copper Queen Company 
moved its smelters from Bisbee to a com- 
munity farther south along the Mexican 
border. This was responsible for the birth 
of the City of Douglas, and Brophy’s found- 
ing of the Bank of Douglas. 

For almost a quarter-century afterward, 
William Brophy remained the guiding spirit 
of the banks in Bisbee and Douglas until 
his death in 1922. 

One member of Brophy’s original bank 
staff, M. J. Cunningham, now vice-presi- 
dent in charge of the bank at Bisbee, 
recalls his employer’s ideas for individual- 
ized banking and his many-sided civic 
interests which have made _ themselves 
evident throughout the bank’s history. 
The bank has taken part in the early 
development of Arizona mining, brought 
the first public utilities into the southern 
part of the state, was a leader in the mer- 
cantile world, pioneered the cattle indus- 
try and was instrumental in developing 
irrigated farming in its area. 

When Brophy died, his individualism 
and widespread economic interest was 
carried on by J. S. Douglas, the bank’s 
next president. 

Douglas’ strong sense of individualism 
was brought to Arizona’s attention when 
he refused to close the Bank of Bisbee and 
the Bank of Douglas during the Bank 
Holiday. He said simply that the banks 
‘didn’t need to close.”” Subsequently they 
were forcibly closed by order of the 
Governor of Arizona. 

Several years later, at the depth of the 
depression, as if to prove his point Douglas 
brought about the voluntary liquidation 
of the Bank of Bisbee, paying depositors in 
full and the shareholders more than $200 
a share. 


Several years later, after Frank C. 


Arizona bank president writes own advertising, Will Rogers style 








A HORSEMAN once remarked thot horses 
were spposed to be very dumb onimals, but he wasn't so 
sure about that because he had never seen a horse betting 
on people. 

Now, occasionally you will find a banker who bets 
on horses, but o banker's real business is betting on people. 
Some bonkers do their betting on people like most people 
bet on horses. The result of this wos that « lot of bonks 
went broke in days gone by. Then there ore bankers who 
will only put their money on the line when the client is 
knee deep in government bonds and needs the money like 
en Eskimo needs an ice box. 

The Bank of Douglas tries to follow « lending policy 
that is somewhere between these two extremes. The 
making of loans requires imagination, sound judgment, 
and a sense of responsibility, When o lending institution 
combines these successfully it becomes a real owet to 
yhe community. 
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MANY YEARS AGO tie sont of 
Dougles used 10 finance @ man whose annoying habit it 
was to “go broke” every now and then. Obviously, this 
mon was quite a fellow, or the bank would never hove 
undertaken to keep him going after these occasional 
financial collapses. Of course, it used to be a little dis- 
couraging at times, but as we said, he wos quite o fellow, 
and when he would come in and say: “Well all | have 
now ls @ let of debts, 20 (Ml need about thirty thewend 
dollars to get started again”—he usually got it. 

Te some this may sound pretty. unorthodox — and 
maybe it was. The people who get the job done in this 
weitd excally exe séiialiah tnisthtden. Anyway, the 
reason The Bank of Dougles becked this man wos that ft 
thought he rated it. He was honest; he would never go 
bock on his word; he hed ability and he hed courage. 
Was the Bank right? Well, today this grand old pioneer 
is no longer with us, but the business he founded lives on, 
ond is known throughout Arizona and the Southwest. % 
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Brophy, son of the pioneer banker, assumed 
management, he decided to reopen the 
Bank of Bisbee in its original quarters as a 
branch of the Bank of Douglas. Within 
three years deposits were back to the figure 
they had been. 

In 1945 it was decided that the Bank of 
Douglas might wisely open a branch in 
Arizona’s capital city, Phoenix. That 
branch is now larger than the home office. 
Since the opening of the branch two years 
ago, the Bank of Douglas has climbed from 
a standing of 1,218th to 693rd among the 
nation’s banks. 

When the Phoenix branch was first 
opened it occupied 1,500 square feet of 
floor space. The new office is five times 
that size and the foundations are designed 
so that five stories can be added. Sim- 
plicity of line is the building’s predomi- 
nating characteristic. Colors used are 
pastel shades. The banking fixtures, while 
designed to functional requirements, are 
original in material and general treatment. 

The Bank of Douglas credits much of its 
progress to an unusual form of advertising. 
The advertising program was embarked 
upon at the time of the opening of the 
Phoenix branch. The ads, two of which 
are shown, are purely typographical and 
are actually abbreviated “essays’’ express- 
ing the views of Frank Brophy, the bank’s 
president. The bank says that they 
“caught on immediately and the folks 
throughout our area have come to look for 
the weekly bank advertisements.” 

In his little sketches Mr. Brophy brouses 
in Will Rogers fashion. One week he may 
pass along some wise old cowman’s views 
on human nature. On another occasion he 
will give a down-to-earth sermonette on 
inflation. Nearly always, these personal- 
ized messages lead adroitly to some specific 
reference to the bank. 

Such advertising, Mr. Brophy explains, 
represents a middle course between trying 
to sell the bank’s services in department 
store fashion and retiring into the dignified 
obscurity of statement-of-condition or 
name promotion. 

The bank has received so many requests 
for copies of the “essays” that it has re- 
published many of them in booklet form. 
Mr. Brophy says that a few copies of the 
booklet still remain and will be distributed 
upon request as long as the supply lasts. 

The bank believes that if it were not for 
its not-too-large status and its personalized 
form of banking, patrons would less often 
voice such comments as the following. 
This particular testimony was made in a 
recent letter to the Arizona Cattle Growers 
Association: 

“Speaking of banks, I think we have the 
finest bank in the whole country.” 


° 7 « 


Foreign Trade Dictionary 


Members of banks’ foreign trade depart- 
ments may be interested to know that a 
new and enlarged edition of the Dictionary 
of Foreign Trade, by Frank Henius, is now 
available through Prentice-Hall, Incorpo- 
rated, New York. 

The dictionary discusses buying, selling, 
importing, exporting, packing, shipping, 
banking, invoicing and all other activities 
associated with the organization and oper- 
ation of international trade. There are 





more than 6,000 alphabetically entered 
definitions as well as 3,000 terms in four 
languages. 

. 


For foreign trade correspondence, few 
banks are better equipped linquistically 
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than The First National Bank and Trust 
Company of Oklahoma City. On its staff, 
the bank has members able to handle 
business in Syrian, Greek, Mexican, Ger- 
man, Filipino and Japanese. The bank 
says it finds many uses for the knowledge 
and training of these people. 
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18 other Marine Midland banks we are in close 
touch with local people and local business in 46 


New York State communities. 


Member of Federal Deposit Insurance 
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Buffalo’s Oldest and Largest Commercial Bank 
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“He’s bound to land near a Pennsylvania Company office 


We know you don’t expect to do any banking 
business by parachute. But the point is: wher- 
ever your Philadelphia customers are located, 
there’s a Pennsylvania Company office nearby. 

Our 18 offices cover the city and its suburbs. 
They are always ready to transact business 
for you, or to serve your clients in this area. 

By joining our Correspondent Bank family 
you gain 18 “branch offices” in America’s third 
trading area and you will, in addition, have 
behind you the resources of a big, progressive 
bank and one of the oldest and largest trust 
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companies in the country. You'll get quick 
action from our 24-hour-a-day transit service, 
and check clearances as fast as air mail can 
make them. And, whenever you are in Phila- 
delphia, you can use our facilities, or any of 
our offices as your headquarters. 


We'd like to have you join our Correspon- 
dent Bank family. We will be happy to tell 
you more about it if you will stop in the next 
time you are in town. Or, if it’s more conve- 
nient, drop us a note at 15th and Chestnut 
Streets, Philadelphia 1, Pennsylvania. 


THE 
PENNSYLVANIA 
COMPANY 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM e@ 


FEDERAL DEPOSIT 


for Banking and Trusts 


FOUNDED 1812 


INSURANCE CORPORATION 
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Timeway Department, First Security Bank of Utah, Ogden 


A SPECIALIZED, VOLUME BUSINESS 





limeway BaNKREDIT 


An article on the steps taken by the author's institution 
to reorganize and then expand its consumer credit operation 


rity Corporation System of Banks 

in consumer lending has_ been 
similar, we believe, to that of many 
other banking institutions. We began 
making small loans and installment 
loans in the early thirties; by 1935 we 
were doing a fairly creditable business. 
Like many banks, however, we were 
handling our installment lending as a 
part of our regular commercial lending 
operation. We were operating in this 
manner at the outset of the war. 

As the war progressed it became 
evident that the post-war period would 
bring a greater market for consumer 
financing than we had yet known. By 


6 k= experience of the First Secu- 


By 
B. R. BRODERICK 


Supervisor of Consumer Credit, First Security 
Corporation of Ogden, Ogden, Utah 


1944 we felt that, besides carrying on 
our wartime duties, we could begin 
planning for our future in this field. 
The decision to begin this planning, 
and subsequently to undertake the 
reorganization of the consumer credit 
division, was made by President George 
S. Eccles and the corporation’s board 
of directors. It was made as the 


result of a recognition of two points: 
First, that consumer lending is a 
specialized activity and, second, that 
it is by its very nature a volume 
business. 

Our program, as it unfolded, involved 
several steps. It included the selection 
of a name or trade-mark for our 
financing activity, the preparation of 
standard forms, the establishment of 
credit and collection policies, the work- 
ing out of plans for financing various 
kinds of consumer goods, the setting 
up of facilities at our banks and 
branches, the development of operat-_ 
ing procedures, and last, but by no 
means least, the making of plans to 
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merchandise our credit both with 
dealers and the public. 

At first thought, it might seem that 
our progress was launched on a scale 
that would make its description of 
little help to the individual bank. It 
may be well to state at the outset, 
therefore, that none of the consumer 
lending activities in our banks or 
branches are large. Some of them, in 
fact, are comparable to small country 
banks. There is also included in our 
set-up today a number of independent 
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country banks. So that our program 
to organize our consumer lending and 
to build a sound volume of business 
may, and we hope it will, be of help to 
other banks. 

The Intermountain Area that we 
serve consists of Utah, Idaho and 
bordering counties in Wyoming, Ne- 
vada and Colorado. It represents a 
market made up of some 600,000 to 
700,000 people spread out over a 
region some 800 miles long and 400 
miles wide. Our banks include the 


Delinquent accounts come up automatically 











First Security Bank of Idaho with 
21 branches, the First Security Bank 
of Utah with 8 branches, the First 
National Bank of Salt Lake City with 
2 branches, the First Security Trust 
Company, Salt Lake City, and the 
First Security Bank of Rock Springs, 
Wyoming. These banks and branches 
have total resources of $305,000,000. 


FOR the purpose of this article it 

should be stated, I think, that the 
writer had been employed by the First 
Security Corporation at the time the 
decision was reached to undertake the 
development of its consumer credit 
business. The corporation had wanted 
a supervisor familiar with this field 
and my employment was based on 
experience with a finance company, 
with Bank of America and the First 
National Bank of Portland, Oregon. 

The first step in getting the program 
under way had been the choosing of 
a name to distinguish our plan from 
others. ‘““Timeway” was selected as 
our special symbol. At about the 
same time we had joined the Western 
Bankredit Group, an association of 
some 800 banking offices in 11 Western 
States offering a uniform time pay- 
ment service to manufacturers and 
suppliers of consumer goods. This 
gave us the right to use the Bankredit 
trade-mark. We combined this with 
our own ‘“Timeway” for ‘Timeway 
Bankredit.”’ 

Our next step was the preparation 





PURCHASER’S CREDIT STATEMENT AND INCOME ANALYSIS 
(FARM EQUIPMENT) 
WORKING PACE FOR MATCHING PAYMENTS WITH INCOME 


APnit may jumt suey ava 


AUTOMOBILE TRUST PURCHASE AGREEMENT 





I have this day borrowed from you the sum of 


Dollars ($__ ), 








ANO 


mation below is trve ond complete ond is given te induce you te grent credit of $ 
Beal Ervvare ° 


General Oercription County Velve 
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the first installment to be payable - 


collision insurance and your usual financing charges, payable in __ 





and you have credited the proceeds of said loan to my account with you, to be used and withdrawn by me 

only as part payment of the purchase price 

automobile dealer. Any withdrawal thereof will be made only by check drawn by me to the order of 

such dealer for such purpose within fifteen days from the date hereof. When I have so purchased said 
I will i tely execute and deliver to you an installment promissory note in form satis- 

factory to you and for the amount of said loan, plus premiums to provide satisfactory fire, theft, and 


of an automobile purchased by me from a regularly licensed 


. equal monthly installments, 
~, and simultaneously therewith and as 


security for the payment thereof I will execute and deliver to you a chattel mortgage on said automo- 
bile in form satisfactory to you. Upon receipt of the certificates of ownership and registration I will 
immediately endorse and deliver the same to you for transfer to you as legal owner of the automobile 
so purchased by me and evidenced thereby. Until said installment note and mortgage are so executed 
and delivered by me I agree to pay to your order the sum so borrowed by me from you upon demand 
with your usual financing charges, and said automobile shall be held in trust by me for you. Upon 
any breach hereof by me or my failure to make such purchase within said time, you are authorized to 
revoke said credit and exercise any liens or setoffs you may have against the same. The powers herein 
conferred upon you by me are coupled with an 





Your EXCELLENT PAYMENT RECORD IAS EARNED 





DATED: 
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YOU THE FIRST SECURITY “PREFERRED BORROWER” 
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Ain RATING. THE ENCLOSED TIMEWAY PREFERRED CRODIT 
. AUTHORIZATION FOR PAY OFF CARD. WILL IDENTIFY YOU AT ANY FIRST SECURITY 
’ CORPORATION SYSTEM BANK AND \\ILL ASSURE YOU 
‘ a ‘ Saas " PROMPT AND FRIENDLY CONSIDERATION. THE LOCA 
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: Adtvms YOUR TIMEWAY PREFERRED CREDIT CARD 
8 | hereby authorize you to accept from 
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s . mn . being balance due on my account less return insurance 
§ premium and unearned discount, ee oe a eae Sane 
s emount, to surrender to said firm or person the documents of title covering the car 
a described below, property endorsed ond released. You are further authorized to 
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of our forms. We would not want to 
infer that we drew up a complete new 
set of forms: Some of the forms had 
already been in use, and some were 
obtained from other sources. We did 
add several new ones, and we re- 
viewed and revised all of them. In 
doing this we kept two objectives in 
mind: For one, we wanted a com- 
plete set of forms, both for our own 
use and for dealers. 
that we have forms for every class of 
business, for automobile, home appli- 
ance, modernization, equipment and 
other types of financing. For the 
other, we wanted to keep the forms as 
simple as possible so that the time 
consumed in their preparation would 
be held to a minimum. 

Some of our forms that may be of 
special interest are reproduced in this 
article. These include our “Auto- 
mobile Trust Purchase Agreement,” 
our “Preferred Credit Card,” our 
‘Authorization for Pay Off,’’ and our 
simplified “‘Purchaser’s Credit State- 
ment and Income Analysis” for farm- 
ers. On the latter, all of the required 
information is listed on one side of an 
81%” x 11” sheet. 

Next, we prepared a manual that 
could be ‘used either by our own people 
or correspondent banks. This con- 
tains sections on credit policy, collec- 
tion policy, installment loan account- 
ing, equipment financing and auto- 
mobile financing. In an introduction to 
this manual we stated, ‘“‘Uniform meth- 
ods of operations carefully planned 
should interest distributors in a pro- 


gram to advance the bank idea of 
financing to dealers and their cus- 
tomers.” 


In the section on credit policy we 


The Timeway price tag 











It was necessary ~ 
























































emphasized that the credit risk of 
purchasers must be given full consider- 
ation, notwithstanding the protection 
afforded -under dealer guaranties and 
repurchase agreements. We do not 
want to see the dealer lose money; we 
want to see him continue in business 
on a profitable basis. Part of our 
service to the dealer is sound credit 
counsel and advice. 

This section then goes on to discuss 
the factors entering into the credit 
risk, the sources of information for 
checking applications, the items to be 
checked, and the classification of risks 
in coming to a decision. 


HE section on the collection of in- 

stallment loans details the handling 
of this important phase of consumer 
credit. The collection of loans actu- 
ally begins with the arrangement of 
payment dates and amounts at the 
time the loan is made. Then, notices 
to delinquents and others affected 
should be mailed promptly. In our 
program, we mail the first notice when 
the account is five days delinquent, 
the second at ten days, ‘and the third 
at fifteen days. 

One point, we believe, is sometimes 
overlooked in handling consumer 
loan collections. Where the loan in- 
volves dealer paper, the bank has even 
more than its own monetary interest at 
stake. It also has the dealer’s liability 
to consider. The bank owes it to the 
dealer to handle collections with the 
greatest efficiency. It is actually a 
strong selling point when endeavoring 
to obtain the dealer’s paper to be able 
to point to proper handling of collec- 
tions. 

The section on equipment financing 
deals with household refrigerators, 
washers, ironers, radios, gas and elec- 
tric ranges and other appliances and 
equipment. In the matter of retail 
financing this covers such matters as 
the contract with the dealer, reserves, 
repurchase agreement, insurance, etc. 

Also covered in this section are the 
arrangements for the financing of 
‘flooring’? requirements for selected 
types of equipment for dealers giving 
the bank their entire retail financing 
business. A cash deposit of not less 
than 10 per cent of the invoice price 
of the goods, plus a flat charge per 
unit is required. Ordinarily a time 
allowance of three months is sufficient. 
If not, two extensions of one month 
each are allowed provided the amount 
advanced is reduced 10 per cent of the 
invoice price at the time of each 
extension. 

“Flooring” is financed under a trust 
receipt under which payments are 
made to the bank as goods are sold. 
A physical inspection and checking of 
the dealer’s inventory is made every 
thirty days. 

Automobile financing is covered in 





President GEORGE S. ECCLES 


. . saw the need for reorganizing the con- 


sumer credit division 

















Supervisor B. R. BRODERICK 


. . » developed the program for First Security 


banks and branches 


the manual on both a direct and dealer 
basis. 

On direct sales, two plans are used. 
Under one of these the bank arranges 
the loan and makes the payment 
direct to the dealer and the insurance 
agent. Under the other, which is 
known as our “‘Automobile Trust Pur- 
chase Agreement” plan, the funds are 
placed to the borrower’s credit and he 
makes the payment to the dealer. This 
plan may be used when the description 
of the automobile or the exact amount 
of the balance is not available, and is 
dependent upon personal knowledge 
of the applicant’s financial responsi- 
bility and upon his being a depositor. 
The applicant supplies a credit state- 
ment and executes the Trust Purchase 
Agreement with a fifteen-day matu- 
rity. After obtaining delivery of his 
car, he agrees to return to the bank 
See TIMEWAY BANKREDIT—Page 47 
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HY not an article telling us of 
the experience of banks in 
New York State with the five- 
day week?” 

Several bankers in other sections of 
the country having made this sugges- 
tion, and there being ample evidence 
of nationwide interest in the general 
subject, the writer visited several com- 
mercial banks in the Empire State to 
learn at firsthand the results to date of 
their adoption of year around Saturday 
closings. Legislation has made such a 
step permissive since April 5. 

There was ample field for explora- 
tion, as a Federal Reserve survey re- 
veals that 402 of the 669 commercial 
banks in New York State, or 60 per 
cent, are closing on Saturdays through- 
out the year. Others are closing dur- 
ing the summer months, leaving 157 
banks or 23.5 per cent still remaining 
open Saturdays during the entire year. 

The compilation on page 19, cover- 
ing all the banks in the Second Federal 
Reserve District, discloses an even 
more marked trend toward the five- 
day week, with only 16.3 per cent of 
the banks not closing Saturdays either 
in the summer or year around. 

To obtain a well-rounded picture, 
the writer has visited a large New 
York City bank, several ..suburban 
banks on Long Island, and a pair of 
representative country banks. 

The first stop, however, was at the 
headquarters of the New York Bankers 
Association, where Secretary Albert 
L. Muench asserted. that the five-day 
week is a local problem for each bank 
to decide for itself. He thinks it is a 
mistake to base a Saturday closing 
decision on the strength of what some 
of the other banks are doing, since 
their situation may be radically differ- 
ent. For example, some banks may 
have a definite personnel problem to 
consider, while others may not have 
to weigh this factor so heavily. Mr. 
Muench strongly recommends that 
banks make a local survey of customer 
opinion before adopting a five-day 
week. He contends that bankers who 
confidently assume that they know 
what their customers are thinking, 
without taking any kind of a sampling 
of opinion, are really only guessing. 
This is vouchsafed by H. H. Clarke, 


a] 
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Frve-Day Week 


New York State 


By 
HARRY V. ODLE 


Associate Editor, The Burroughs Clearing House 


In virtually every state there is a great deal of 
pro and con opinion on whether banks should adopt 
the five-day week. Here is a firsthand report on 
how year-round Saturday closing is working out in 
city, suburban and country banks, in a state that 


is pioneering in this step on a permissive basis 


director of the Association’s news 
bureau, who relates the case of the 
banker who was dead sure his cus- 
tomers would be flatly against Satur- 
day closings in his bank. He first took 
a poll of opinion on the question of 
Saturday closings during the summer 
months, and was surprised to find a 
very high percentage of approval. 
Then he made a second customer 
opinion test to ascertain their stand 


on year around closing. Approval was 
so nearly unanimous that the banker 
could not believe the results and he 
made still a third survey with the 
same conclusion before he was finally 
convinced that the public concurred. 

One particularly interesting poll of 
public opinion was that conducted by 
the Nassau Daily Review-Star, covering 
the communities in Nassau County, 
Long Island. Previously this news- 


Saturday closings favored 4 to 1 in Long Island newspaper poll 


Courtesy Nassau Daily Review-Star 








THE PUBLIC SPEAKS 











THE QUESTIONS 


1—Do You Bank in the Village in Which You Live?....417 11 
2—Are You a Commuter or is there a Commuter in 
SO OMG? oi eS eee 


3—Do You Want Banking Facilities Available to 
You in Your Home Village Saturday Mornings? .... 98 319 


Governor Dewey Signs 


Saturday Closing Bill 


The public today got its last say on the proposal to permit banks 
to close Saturdays throughout the year. 

Governor Thomas E, Dewey signed the bill yesterday. The Nas- 
sau County Clearing House association is peers t6 have its mem- 
ber banks start Saturday closings April." 
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deposit. : 


a blank deposit form and an addressed envelope for use in mailing your next 





ule for people like us 


Our bank, the Nassau County Trust Company, will be closed Saturdays, but 
‘in addition to it's regular business hours, will be open Friday evening. We 
can stop off at the bank en route to the movies or visiting and accomplish our 
banking needs then—leoving Saturday momings free . . . an ideal sched- 





CLOSED 
EVERY SATURDAY STARTING APRIL 5TH 
OPEN ‘ 


EVERY FRIDAY EVENING—7 TO 8:30 P. M. 
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MINEOLA BOULEVARD AT SECOND STREET 
MINEOLA 





“It is highly important for banks not to give the impression of being arbitrary in this matter’ 


paper had expressed itself editorially in 
opposition to the idea of banks being 
closed on Saturdays, and the original 
intention of the survey presumably 
was to show local opinion also opposed. 
This could be gleaned from the phras- 
ing of the question: “Do you want 
banking facilities available to you in 
your home village Saturday morn- 
ings?” 

To the paper’s surprise, the first day 





LONG ISLAND 


IN ITS 48TH YEAR OF SERVICE TO NASSAU COUNTY 


out for you and for us. 









of the poll showed the count about 
3 to 1 in favor of Saturday closing. At 
the conclusion of the week’s survey, 
the margin had been extended to 4 to 1, 
and the newspaper’s comment was: 
“There doesn’t seem much doubt 
about it —the people who bank in their 
home villages are in favor of the five- 
day week for the banks.” 

This poll, conducted by an agency 
other than the banks, was helpful in 


Only 16.3 of district’s banks are open Saturdays the year around 
Courtesy Bank Relations Department, Federal Reserve Bank of New York 


~ Starting Saturday, April 5 - 
and every Saturday the year ‘round : 
your Savings Banks will operate | S==— 

on a five-day week <0 


Starting Saturday, April $, your Savings Banks will operate = * 
on a five-day week. Mondays through Fridays we will be at 
your service in every possible way, as always. On Saturdays, 
no business will be uransacted ar these banks. 

We are sure that you, our nearly 7,000,000 depositors, 
will approve of our new schedule. When we closed on 
Saturdays during ‘the summer months last ycar, it worked 


We all say, “Thanks for your co-operation!" 


SAVINGS BANKS of New York State 


MEMBERS: FEDERAL DEPOSIT INSURANCE CORPORATION 
































Saturday Closings—Banks in Second Federal Reserve District 
COMMERCIAL BANKS No. of No. of bese A OPARTING A” Summer Not 
New York State Banks Replies 3/1 3/8 $/22 4/5 Other Only Closing 
Head Office 565 565 1 “OG a7 S32 94 71 
Buffalo 104 104 0 0 0 1 1 16 86 
669 669 1° 600° OG SS 110 157 
Connecticut 31 31 0.0. 0 Oo 0 1 
New Jersey 245 245 233; i7 3 Oo 3 0 15 
945 945 214 17 30 348 53 110 173 
SAVINGS BANKS 
New York State 
Head Office 123 123 G. . 0 Os SF Ss 11 8 
Buffalo 8 8 0 0 0 1 0 0 
131 131 0. 0 0 100 5 18 8 
Connecticut 14 14 0 oO 14 0 Oo 0 0 
New Jersey 22 22 722.8: .@ 0 O 0 0 
167 167 ee ae 18 8 
GRAND TOTAL 1112 1112 236 17 44 448 58 128 181 












































paving the way for the unanimous 
adoption of a year around five-day 
week by the 51 banks in the county, 
and also helped to give momentum to 
the ensuing favorable public reaction. 
Another factor in this regard was the 
fact that Saturday closing in Nassau 
County during the summer months, 
at least for July and August, has been 
the rule since 1939. 

A total of 43 out of the county’s 51 
banks maintain evening hours, either 
on Friday or Monday. Seven of the 
banks operate continuously from the 
morning opening until a closing hour 
of from 6 to 8 P.M. The others close 
at 2 or 3 P.M. and reopen in the 
evening. 

One of the four banks visited in this 
section of Long Island is the Nassau 
County Trust Company, a $1214 mil- 
lion bank located in Mineola, which 
has a population of better than 10,000. 

“Personally, as a banker, I have 
been opposed to Saturday closing,” 
states William F. Ploch, president, 
“but from a practical standpoint I 
have to admit that it has worked out. 
The public has responded. I do not 
know of any problem caused by Satur- 
day closing that would cause enough 
concern to raise doubt regarding the 
advantage of the move.” 

Mr. Ploch does not believe that the 
bank has lost any new business, in the 
form of deposits, loans, safe deposit 
rentals, etc., due to being closed 
Saturdays. He points out that indi- 
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viduals who cannot get to the bank 
during week days can come in Friday 
nights, from 7 to 8:30, and he states 
that there has been a gradual increase 
in the volume of Friday evening busi- 
ness since the night hours were intro- 
duced early in April. There are 36 
employees on the bank’s staff, and 
only 25 per cent of them are on duty 
Friday evenings, on an alternating 
basis. 

From an operating standpoint, Mr. 
Ploch explains that the only new 
development occasioned by the five- 
day week is that a peak load is experi- 
enced on Mondays, but it has been 
the bank’s experience that the em- 
ployees “pitch in’”’ following the week- 
end and get the work out. There is 
less overtime than before the five-day 
week went into effect. 

Until this year, Mr. Ploch was 
president of the neighboring National 
City Bank of Long Beach, and he re- 
marked that a poll of the merchants 
there showed that 90 per cent were 
favorable to the elimination of Satur- 
day banking hours. He added that at 
Long Beach the night depository was 
extensively used over the week-end. 
This has not been the case at Mineola, 
and the Nassau County Trust Com- 
pany is having literature prepared to 
direct special attention to the deposi- 
tory facilities. Banking-by-mail is 
also being advertised. 

The necessity of laying the ground- 
work for Saturday closing through a 
process of public education is the 
point most strongly stressed by Mr. 
Ploch. One of his institution’s news- 
paper advertisements in this conjunc- 
tion is reproduced on page 19. He 
advises a survey by the bank or local 
press where possible, letting the public 
know that action will be predicated on 
the results. “It is highly important 
for banks not to give the impression of 
being arbitrary in this matter,” Mr. 
Ploch asserts. 


"THE following interesting informa- 

tion on the five-day week comes 
from William A. Kielmann, president of 
$10,000,000 Peoples National Bank & 
Trust Co., Lynbrook, Long Island, and 
president of the New York State 
Bankers Association: 

“On January 2, 1947, we opened the 
first Auto-Teller on Long Island which 
operates during the regular banking 
hours. Before year-round Saturday 
closings, these were 9 A.M. to 3 P.M. 
daily and 6 P.M. to 7:30 P.M. on 
Friday nights, in addition to the Satur- 
day hours. We felt so certain that 
Saturday closings would come that 
when we built the Auto-Teller exten- 
sion, we provided a small lobby in the 
extension and an additional window, 
and decided to operate this “pedestrian” 
window during the morning hours 
from 7:30 A.M. to 9 A.M. ~ This 
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Pedestrian window, open 7:30 to 9 A. M., Peoples National Bank of Lynbrook 


Early morning hours for commuters mitigate Saturday closings 


service was decided upon particularly 
because of the number of commuters 
in our locality. 

*‘Most of these have Saturdays off, 
and as a result of this condition we had 
great activity in our bank on Satur- 
days. There was also present the fact 
that many of these people could not 
get to the bank during regular banking 
hours and we felt that the early hours 
window would give them this oppor- 
tunity. While we cannot render every 
banking service at this window, we 
are able to give our customers every 
service available at a normal paying 
and receiving window with the excep- 
tion of savings withdrawals. These are 
not possible because it would be neces- 
sary for the teller to leave his window, 
as all savings control records are in 
the regular tellers’ department in the 
main lobby. This early service has 
become so popular that it has been 
necessary to provide a second window 
in this department on peak days. We 
feel that this is one of the best services 
we give our customers, and we are able 
to do it with one person on duty in our 
bookkeeping department and one or 
two tellers at the early windows. 

“‘We did not conduct any poll prior 
to adopting year-round Saturday clos- 
ing, because we already had the benefit 
of our experience with the same thing 
during the summer months in previous 
years. We have not found serious re- 
action on the part of our merchants. 
It seems that their needs are served to 
their satisfaction by the use of the 
night depository and the Friday night 
opening. The commuter population 
has actually missed the Saturday open- 


ing more than the business men, and 
it is for this reason that we decided on 
the early hours window previously 
mentioned. 

“In order to advise our depositors 
of our change in hours, the bank ran 
a series of ads in the local newspapers, 
displayed posters in the bank lobby, 
and inserted notices in the monthly 
statements. This material called the 
attention of the bank’s clientele to the 
early hours pedestrian window and the 
Friday night opening, as well as to the 
possibilities of banking-by-mail. 

“During the first two months of 
operating on a five-day week schedule, 
the staff of the bank, by personal con- 
tact and observation, kept a close 
watch to determine public reaction 
and studied the trend of public opin- 
ion. We had suggestions from a num- 
ber of our merchants that we should 
remain open until 8 P.M. on Friday 
nights, and for this reason we decided 
to extend the evening hours for thirty 
minutes. The merchants now seem to 
be fully satisfied and we are not getting 
any complaints. We find that the 
night depository facilities of the bank 
are being used to a much greater 
extent over the week-end. At this 
time, the utilization of the night 
depository has increased about 75 per 
cent. 

“The activity at the early hours 
window has also increased substan- 
tially. The volume of this activity on 
Mondays and Fridays has gained 
approximately 42 per cent since Satur- 
day closings, and recently it became 
necessary for us to use the second 
window previously mentioned. It will 
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Baldwin National Bank - - - - - - 
Peoples State Baldwin - --- - - 
Pirst National Bellmore - - - - - 
Peninsula National Cedarhurst - - 
East Rockaway National < - = «= - 
Bank of Farmingdale - - - - «+e 
First National Fermingdale ~- ~- - 
First National FPlorsl Park - - - 
Franklin Square National -<- + - - 
Freeport. Bank 
First National Freeport - - - = « 
Gerden City Bank é& Trust 
First National Glen Cove - - - - 
Glen Cove ‘Trust - --- +s eee 
Nassau Union Glen Cove- = « = « «= 
First National Glen Head = «< - - 
Bank of Great Neck 
Great Neck Trust 
Hempstead Bank 

Second National Hempstead - - - - 
Bank of Hicksville <- - + +++ - 
L I National Hicksville - - - = - 
First National Inwood « « =- = «= « 
Lawrence-Cedarhurst Bank 


National City Long Beach <- - - « 
Lynbrook National <- - -« = + + -« = 
Peoples National Lynbrook = - - «+ 
(has Pedestrian Window open 
Bank of Malverne = - - ++ +--+ es 
First National Merrick 
Central National Mineola 
First National Mineola 
Nessau County Trust Mineola = - - 
Bank of New Hyde Park - + - = = = 
Oceanside National 
North Shore Trust Oyster Bay - - 
Oyster Bay Trust 
Port Weshington National 
Manhasset Branch 


-— 7 ff e@ @ 
-~_—-f « 


-~-—-- © © = eo © 
-“—- sf « 


Nassau County National RVC - - - 
South Shore Trust RVC - - - + «= « 
Roslyn National - - ---+-<-+--s 
Roslyn Savings 
State Bank of Sea Cliff - - - = + 
Seaford National 


-—- - © we = we © & 


Bank of Syosset - ---+-+-+-e+-ss 
Valley Stream National + - = « - 
Bank of Westbury Trust 
Wheatley Hills National Westbury 
West Hempstead National 
Williston Netional 





Nassau COUNTY CLEARING HOUSE ASSOCIATION, INC. 
_ BANKING HOURS - Banks of Nassau County 


oof“ fh 


Matinecock Bank of Locust Valley -- 


Bank Rockville Centre Trust - - - - 


-——- = =e ee 


Daily. Evenings 
- SB --.g Mon 6 - 8 
- G+: 2. Mon 6 - 8 
- oS .- 2 Fri 7 - 8:30 
~ 8:30- 3 Fri7T - @ 
- 9 - $ Mon 6:30-8:30 
pe os. 3 “ 
~ 9 = °s Prié - 8 
~ 9 « $ Fri6- 8 
- e@ - $ Fri 3 - 7 
~ a = 3 Frié - 8 
- 9 - 3 Fri 7 - 8:30 
- en -S Mon 3 - 6 
- g°.= 3 Mon 3 - 6 
- 9 - $ Mon 3 - 6 
~ 9 - $ Mon 7 - 8 
. 9 o 3 --« 
- ¢ ° 3 oe 
~ 9 =- $ Pri? - 9 
= 4S ae 
- 8 «= 3 Fri3 - 8 
- 6 - 8 Fris - 8 
- 9 -« 3 Pri 6:30-8:30 
~ 8:30- 3 7. 
9 = $ Mon 3 - 6 
- 9 - $3 Mon 6 - 6 
- 8.2 3 Frié =- 8 
~ 9 - 3 “Pri 6 = 9:30 
7:30 to 9 A.M.) 
- 8:30- 3 Mon 7 - 9 
- 1:45- 2 Mon 5 -- 7 
- 9 -« 3 Fri 7 - 8:30 
- 8:30- 3 Mon 6:30- 8 
- 9 - $ Fri 7 = 8:30 
- 9 = 3 Pri 7 - 8:30 
~ Be. 3 Fri 6:30 -8 
- fee eee Mon 5 + 6 
- 9 = 3 Mon 5 - 6 
- 8:45- 3 Fri 5 - 7 
- e@ - g Pri 5 e¢ 7 
8 - 3 Frié6é- 8 
- 7:30-.3 Fri6é- 8 
~ @ «3 Frié = 8 
- 9 = 3 Fri 6:30-8:30 
- S$ = 3 -_ - 
~ Ge. 3 Fri 6:45- 8 
- 9 - 3 Mon 6 - 6 
- : ee Fri6é - 8 
9 - 3 Mon 6 - 7 
~ 9 - 3 Fris + 8 
~ 9 - $ Mon 7 «+ 8:30 
9 - 3 Mon 7 = 8:30 





Another help : 43 of county’s 51 banks have evening hours 


not be surprising to me if within one 
year we will find a third window neces- 
sary during peak periods. 

“The five-day week has made Mon- 
day a peak day in all departments of 
the bank. Since the effective date of 
closing, our Monday morning mail 
deposits have increased 45 per cent 
and our Monday debits have increased 
55.4 per cent. The Monday demand 
deposit activity reflects a gain of 
100 per cent and the time deposit 
activity an increase of 44 per cent. 
Even though this increase in activity 
is present, the employees’ overtime on 
the average is less than it was when 
we were on a five and one-half day 
week. The additional hours worked 
on peak days now are more than offset 
by the hours formerly worked on 
Saturdays. 

“We find that our staff is pleased 
with year-round Saturday closings. 
This factor tends to aid in holding our 
present employees, and there is an 
attraction for applicants in the fact 


that we as a bank are now able to 
offer the same working hours as other 
commercial businesses who had previ- 
ously been on a five-day week. Fora 
long time, it has been a justifiable 
point of irritation to bank employees 
to realize that they had to work the 
hardest when other people were off. 
“Saturday closings have not ar- 
rested the progress of the bank and 
our volume of new business has not 
suffered. We do note, however, that 
the volume of accounts formerly 
opened on Saturday mornings has in- 
fluenced the Monday increase much 
more than the Friday evening increase. 
“You suggested that I give you my 
personal point of view, and I believe 
that I can best convey this by telling 
you that I was ‘out front pitching’ in 
the Nassau County Clearing House 
Association when Saturday closings 
were first discussed in that body six 
or seven years ago,” Mr. Kielmann 
concludes. “I believe that our em- 
ployees are entitled to this time off as 
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well as the officer who has the author- 
ity to take it. I further believe that 
our nation in general will come to 
shorter working hours and:that this is 
a sound condition. In making this 
comment, however, I am tempted to 
say that I believe that when we work, 
we should produce, and that the things 
which are happening in many places 
to slow down the volume of work 
turned out need correction. As for 
banking, I believe that Saturday clos- 
ing is here to stay, and that sooner or 
later the banks all over this nation will 
follow suit.” 


T the Franklin Square (Long 

Island) National Bank, President 
Arthur T. Roth commented that if 
there was any marked resentment by 
the public over the shortened bank 
week, it would have been most in 
evidence over a_ three-day holiday 
week-end such as occurred in conjunc- 
tion with Memorial Day. To heighten 
any possible inconvenience suffered by 
the public, it had been impossible due 
to staff picnic plans to make belated 
arrangements for the bank to be open 
Thursday night of that week, in lieu 
of Friday. 

To ascertain the public reaction, 
Mr. Roth personally asked two of the 
tellers about customer comments con- 
cerning the bank being closed for the 
three-day period. Both reported that 
about 100 individuals had made some 
remark, either in a joking mood or 
expressing approval of the holiday for 
the employees, but that no complaints 
were heard. The general reaction was: 
“We're glad the bank employees are 
getting a break.” This appears to be 
symptomatic of the public attitude to 
the whole five-day week subject, at 
least as reported in Nassau County. 

The Franklin Square bank, a $23 
million institution in a town of about 
6,000 population, has been open Friday 
evenings since 1942. Previously it 
was open Monday nights, but this was 
changed when a customer poll dis- 
closed Friday was preferred. Particu- 
larly with the long week-end, the staff 
does not object to working after 8 P.M. 
on Fridays. From his experience, Mr. 
Roth is firmly convinced that pvanks 
definitely should maintain evening 
hours. “If I had a choice between 
Saturday and evening hours, I would 
take the latter,”’ he affirms. 

However, with Saturday closings 
the bank’s Friday volume has not 
increased as much proportionately as 
Monday work. It has been necessary 
for the Franklin Square bank to pay 
overtime on Monday in the clearing 
department. The procedure followed 
is to clear Friday’s items on Monday 
morning, and Monday’s clearings in 
the afternoon, so operations in this 
department involve some night hours. 

See FIVE-DAY WEEK—Page 49 
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“‘Whatever is, is good enough.” 
“Nol” says Goodenough. 


ECENTLY in Orlando, Florida, 
R S. P. Goodenough was introduced 
by Linton Allen, president of the 
Orlando National Bank, in a rather 
facetious manner. Mr. Allen, ducking 
behind the speakers’ table, did a quick 
change act and appeared in a high hat, 
spectacles, and a long beard, typifying 
the old-fashioned banker, declaring 
his motto to be ““‘Whatever is, is good 
enough.” He then went on to state 
that this man, Goodenough, had a lot 
of new-fangled ideas about bankers 
and banking that would be a great 
shock to the old-fashioned banker. 
Swayne P. Goodertough, vice-presi- 
dent of the Lincoln Rochester Trust 
Company, of Rochester, New York, as 
president of the Financial Advertisers 
Association this year, has been busy 
telling different groups of the urgent 
importance of good public or human 
relations in banking. 


PUBLIC RELATIONS... 
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Applying a Human 


Revations Program 


An interview with 


SWAYNE P. GOODENOUGH 


Vice-president, Lincoln Rochester Trust Company, Rochester, New York, 
and president, Financial Advertisers Association 


In recent talks which have aroused wide attention, 
Mr. Goodenough has suggested appraising the bank’s 
unpublished statement of condition ... involving its 
human relationships with customers, the community 


and employees. 
being applied 


We decided to travel to Rochester 
and look up this man, Goodenough, in 
his own bailiwick, and find out if he is 
practicing, in his own bank, what he 
has been preaching for banks around 


the country. 


Here he tells how his precepts are 
specifically in his 


own institution 


Seated by his desk in the Lincoln 
Rochester, we shortly explained our 
purpose and determination to stick 
around until we found out what made 
things tick in his bank. 

“So, I’m on the spot, eh?’ Good- 


. Advertising, beyond selling services, creates a favorable feeling toward the bank 





it away from you when it starts to rain” 


C2) 


planning, will find bank credit abundantly available. 


< Mild Joke | 


Ed Wynn used to tell it —"‘A banker is one who will 
loan you an umbrella when the sun is shining and take 


We always get a laugh out of that one 


Times have changed 


UMBRELLAS APLENTY NOW 
FOR USE IN RAINY WEATHER, TOO 


Any business that can use money effectively, either now or in their post-war 
And it need not be short-term credit. Money for plant construction — for 


conversion or expansion of business is available for longer terms. 


If you need cash or anticipate the need of cash to purchase equipment, supplies 
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ELL, now, Martha, is that so sur Pn 











or other materials-——or to sapply working capital —- come in and consult one of 


our officers or see your own banker. : 
If amounts needed are beyond the legal limit your bank can loan, the 
Lincoln-Alliance will be glad to cooperate with you and your bank to supply 


adequate funds for any canstructive purpose. 


It will cost you nothing to discuss your plans or requirements with one of 


our officers. 


LINGOLN ROCHESTER 
Trust fs gee Ly 


cwwalltetmher Kedéral Reserve System Pe Member F.D.1.C. 





ae ? 1 said we'd have it some lay.” 
know, dear—but imagine «s hav- 
ing ¢ aie ice home like this!” 

“Goodness sakes, the Lincoln Rochester 
Mortgage Plan is helping lots of folks like 
us to buy a home. We can pay everything— 
taxes, interest, insurance, principal, in con 
venient monthly payments—just like rent.” 

Orn: ee 
Thousands of Rochester homes are being 
financed by Lincoln Rochester. A Lincoln 
Rochester Mortgage Plan can help tro 
your home dreams into reality. It is part of 


the complete banking service you will find © 


at Lincoln Rochester. You are welcome to 
come in and talk with us at any time about 


any financial problem you may have. 






Pos 


COMPLETE BANKING SERVICE 


LINCOLN ROCHESTER 


OID G 


| 


mvestment Services | 








COMMUNITY RELATIONS... One phase: opening the lobby to numerous displays. Another: unusual civic activity 


What happens to your check when 
it travels through Lincoln Rochester 


le BA i 
BOS Gk ted ww Dibewd en 4 ; 
‘ $ +: evel aenal fo vj 

at) 


1946 report features pictorial story of check handling 


STOCKHOLDER RELATIONS. . . Covering human factors behind the figures 


enough queried. ‘I’m delighted that 
you’ve come here to check and if you 
don’t find around this shop most of 
the things I’ve been talking about, 
then you can say I’ve been talking 
through my hat. What’s the first 
charge?”’ 

Whereupon we consulted our notes. 
“You’ve said repeatedly that the 
ultimate responsibility for a bank’s 


public relations lies directly on the 
doorstep of the chief executive. That 
only where top management is thor- 
oughly aware of the importance of 
these human relationships can a pub- 
lic relations man function or an adver- 
tising agency honestly broadcast a 
picture of an attractive and helpful 
banking institution and portray the 
unique personality of your bank and 


do a selling job for the services it has 
to offer.” 

‘Right!’ said Goodenough. “Time 
and again in our discussions in F. A. A., 
when some good new business or pub- 
lic relations idea has been advanced, 
one or more men have spoken up and 
said ‘how do you sell that to manage- 
ment’? 

*‘At the Lincoln Rochester there is 
no difficulty in selling management 
such ideas, for Raymond N. Ball, our 
president, is keenly aware of the im- 
portance of good public relations and 
the chief difficulty we have here is 
trying to keep one step ahead of him 
with ideas that tend to improve the 
human relationships of our banking 
picture. That kind of co-operation 
from the top is stimulating all along the 
line and helps in innumerable ways 
toward good public relations. So you 
see, we've had the advantage here of 
working under management that has 
appreciated its responsibility toward 
public relations.” 

“O.K.,” we said, “We'll cross that 
one off the list. There are one or two 
other items I’d like you to clear up. 
I would like to have your definitions 
of public relations.” 

“I’m glad you asked that one,” 
said Goodenough, “for it’s a good 
idea that we understand, at the out- 
set, what we’re talking about. 

“To my way of thinking, public 
relations is a sustained, conscious effort 
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PERSONNEL RELATIONS .. . Flexibility in making salary and promotion adjustments, a friendly atmosphere, are keynotes 


to deal constructivély with human 
behavior. That may sound cold, but 
ty helping people think rightly, we 
are determining their actions. It is a 
continuing effort to build good will, 
to paint a picture of our institutions 
in the hearts and minds of folks, to 
the end that where they can use our 
services they will like to do business 
with us. It’s the atmosphere we create 
in our shops that removes obstacles 
to business. It’s the oiling of our 
business machinery that might other- 
wise develop unpleasant frictions. It’s 
a continuing effort to be of service to 
folks. 

“There’s nothing academic about 
it, nothing abstract, no social philan- 
thropy involved, nothing visionary. 
Good public relations results in good 
business. We can keep it on a cash 
basis; I believe good public relations 
are as necessary to a bank as a good 
bond list.” 

“Well, that seems clear enough,” 
we said. ‘“‘Now, explain to us what 
you have in mind in talking to bankers 
»bout assets and liabilities that never 
appear on their balance sheets.” 

Whereupon Goodenough § grinned 
and said, ‘““You’ve asked for it —you’d 
better settle back in your seat while I 
get something off my chest. 

“You know,” he went on, “this 
banking fraternity has a_ reputation 
for being hardheaded and _balance- 
sheet minded and yet I’m convinced 
that there are assets and _ liabilities 
which they frequently overlook when 
their attention is focused on the figures 
of their year-end statements. Tremen- 
dous assets and potential liabilities 
that could be devastating. 

“First, every bank has its public 








relations. What people think of a 
bank in a community can be an asset 
or a definite liability. It would pay a 
bank, by every means a‘ its disposal, to 
build these public relations into defi- 
nite assets. Friendship for a business 
doesn’t just happen —it must be created 
and constantly developed. 

“Another item that can be an asset 
or a liability to a bank is its personnel 
relations. Banking is essentially a 
matter of service. The manner in 
which that service is rendered can be 
a great help to the bank’s business or 
a deterrent to its growth. It’s the per- 


sonnel that chiefly supplies the service. 
If the personnel is not sold on an 
institution they cannot be expected to 
sell it. The building of an esprit de 
corps, a pride in the outfit, a team 
spirit that means unswerving loyalty, 
calls for real leadership from the top. 
It is a continuing process. I think of 
it in three phases. 

“The first has to do with payrolls, and 
method of payment. Speed and timeli- 
ness of pay increases, perhaps profit 
sharing, pension plan, and insurance 
benefits; these things make bank em- 

See HUMAN RELATIONS—Page 52 


MANAGEMENT CO-OPERATION . . . President Ray Ball, shown at Mr. 


Goodenough’s left, takes the lead 


in shaping the bank’s relationships 
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DirEcTOR 
(CLUTCHBILL 


Plugs a@ 
Loan Leak 


By 
FRED COPELAND 


Mr. Clutchbill acts on his theory: You merely have 
to set up a zone for the loan to fly through, and 


fetch it down with a wing shot... like a partridge 


a ENTLEMEN,”’ said President 
(> Perkins, ‘‘a foreign agency has 

sneaked into our village. Al- 
ready it has done damage to this 
bank.” 

Mr. Perkins put on his eyeglasses 
with an overhand swing, then looked 
over their lopsided lenses. ‘““There’s 
a leak! When a loan shows up in our 
midst some outside bank is getting it.” 

“‘Landsakes!” piped up Director 
Spearhawk, “I’ve known for months 


there are agents of outside banks in” 


this village.” 
“Garrh!” nodded Mr. McTavish, 
“it was natural once for a loan to come 


directly to our door. It has to run a’ 


gauntlet now.” 

*‘We’ve got to combat it!’ thundered 
President Perkins. ‘Mr. Clutchbill, 
do you know of any way for us to get 
there first?” 

“Why, certainly .. . certainly,” 
smoothly purred the Ferndale Na- 
tional’s oldest director. 


“I’ve known for months there are 
agents of outside banks in this village” 
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“Hm’f! You do!’ Mr. Spearhawk 
clucked in his throat in sly ridicule. 
“Do you realize these outside snatchers 
are always squatting for a loan like 
rabbits around a carrot dish?” 

“Easy enough to grab the loan on 
the way to the dish,” said Mr. Clutch- 
bill tartly. 

“Even when you don’t know where 
the loan starts from?” scowled Mr. 
Spearhawk winding his thin ankles 
around his chair legs and leaning over 
the table. 

“Yes,” tossed off Mr. Clutchbill. 
“You merely have to set up a zone for 
the loan to fly through, and fetch it 
down with a wing shot like a partridge.” 

‘Well,’ rejoined President Perkins, 
“I'd like to see you bag one, Clutch- 
bill.” 

Both Mr. McTavish and Mr. Spear- 
hawk sat staring at Director Clutchbill 
as though he were seated in spirit 
land. 

Mr. Clutchbill had already got a 
firm hold on his gray goatee and seemed 
to be looking into the unknown, him- 
self. 

“A loan is detected,” he said 
finally, ‘“‘by examining, folks when they 
are slightly out of their head.” 

“What!” cackled Mr. Spearhawk 
glancing around for his hat. 

“Our nearest spirit cell is right 
upstairs,” announced Mr. Clutchbill 
fetching a sudden neck jerk out of his 
listeners. “It is Abe Judd’s dentist 
parlor. You must have noticed strange 
sounds coming down to us when the 
doors are open in summer.” 

“Abe Judd’s_ dentist parlor?” 


See DIRECTOR CLUTCHBILL—Page 55 
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...this was a 4-11 fire alarm... necessitating a 


4 hour fight, with 43 separate lines of hose and 
32 pieces of equipment...temperatures rose to 
1600°... yet not a spark of fire nor a drop of 
water entered this great H-H-M Vault, around 
which tons of water were poured for 4 hours. 


One of the worst bank fires in Chicago’s history started at 2:15 a. m., 
March 31, in the Central National Bank, 728 West Roosevelt Road. 
Two minutes later, when the fire department arrived, the entire 
structure was a sizzling inferno. Immediately, two lines of fire hose 
were played on the H-H-M 7” Steel Vault Entrance and eight other 
lines of hose bombarded the top of the vault. Without interruption, 
for nearly four hours, tons of water were poured onto and around 
the vault each minute. Part of the roof and crumbling sidewalls 
fell onto the ‘vault, as the entire building was soon reduced to 
disintegrated rubble. Temperatures surrounding the vault were as 
high as 1600° F. Yet on April 3rd, the vault entrance was opened 
under combination — and inside the vault you’d never know there'd 
been a fire. Over a million in cash, all books, all bank records, were 
delivered 100% intact. 





NOW AVAILABLE! 


Herring-Hall-Marvin engineers 
have prepared an illustrated series 
of Specifications on the H-H-M 
16”, 12”, 10”, 744”, and 314” Rec- 
tangular Vault Entrances. These 
Specifications present the most ad- 
vanced principles of vault en- 
trance construction available to 
the bankers of the world. Any 
banker, any recognized architect, 
may view the findings in these 
manuals by appointment with an 
H-H-M engineer. Why not write 
us — today? 


HERRING -HALL-MARVIN SAFE CO. wusise."s 


MILTON, OHIO 
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WASHINGTON VIEWPOINT 
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By N. 


A. B. A. Continues Opposi- 
tion to Loan Guarantees - 


Earl R. Muir, of Louisville, Ky.,. 


president of the Louisville Trust Co. 
and a member of the A. B. A. small 
business credit commission, testified 


*. “before the House Banking and Cur- 
~¢rency Committee in opposition to 


H. R. 3268, a bill proposing to set up 
machinery within the Federal Reserve 
Banks that would permit them to 
guarantee loans made by chartered 
banks, 

As the proposed legislation now 
stands, guaranties would go as high 
as 90 per cent and for a period as long 
as ten years. The A. B. A. opposed 
this bill for the following reasons: 

1. In September, 1943, the A. B. A. 
expressed. itself on the principle of 
guaranties in the following resolution: 

“Direct commercial loans by the 
government or the governmental guar- 
antee of commercial loans are not only 
unnecessary for the financing of post- 
war commercial enterprise, but are 
contrary to sound financial policy and 
the best interests of America’s econ- 


omy.” 

2. It reaffirmed its position by 
resolution in September, 1946, as 
follows: 


“We further recommend that in 
accomplishing the reduction of the 
overexpanded government agencies im- 
mediate consideration be given to the 
proper timing for the elimination of 
all war controls and activities that 
hamper the functioning of the private 
enterprise system.” 

3. Although the argument is ad- 
vanced that the Federal Reserve 
Banks are owned by the banks them- 
selves and therefore not the govern- 
ment, may we point out that under 
this proposed system of guaranty the 
Federal Reserve Banks will operate 
the guaranty arrangement by regula- 
tion issued by the Federal Reserve 
Board. The Federal Reserve Board 
is closely related to the government. 
May we also point out that the funds 
which may be used to pay losses on 
guaranteed loans would, if not so 
used, finally be paid into the United 
States Treasury. 

Marriner S. Eccles, chairman of the 
Federal Reserve Board, immediately 
took issue with some of the statements 
made by the A. B. A. spokesman be- 
fore the Banking and Currency Com- 
mittee. 


Mr. 


Eccles read into the record 


P. GREGORY, Washington Correspondent 


charges made in the course of testi- 
mony that the measure would destroy 
the dual banking system. He denied 
that the bill would have this effect. 

“Mr. Eccles said that the attacks 
against the legislation were not repre- 
sentative “of a very large body of 
banking opinion in this country.” 

The Reserve Board chairman added 
“that it is the smaller concerns which 
are greatly handicapped in obtaining 
needed financing because they cannot 
go to the capital markets as can the 
big companies.”” (Also see page 3.) 
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Regulation W Outlook 


President Truman has given his 
backing to Chairman Marriner S. 
Eccles, chairman of the Federal Re- 
serve Board, for extension of the war- 
time credit controls exercised by the 
Board under Regulation W. 

However, the President said that 
if Congress refuses he will accede to 


its decision and end the credit controls 
which were adopted in 1942 under the 
Trading With the Enemy Act of 1917. 

Mr.*:Truman’s views were made 
known in a letter to Chairman Eccles. 
Mr. Eccles read the letter to the 
House Banking and Currency Commit- 
tee following his disclosure on June 10 
when he testified before the com- 
mittee. 

Like the President, Mr. Eccles urged 
the committee to report fayorably a 
bill giving the Federal Reserve*Board 
authority to continue in “peacetime 
the wartime credit curbs it now exer- 
cises. 

“If the Congress does not see fit to 
provide the necessary legislative au- 
thority,” the President wrote, ‘“‘it is 
my intention to vacate the executive 
order because I do not believe that 
such regulations should rest indefinitely 
in peacetime on emergency or. war 
powers after Congress has had ample 
opportunity to consider the subject.” 


The President did not set a date for 
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Trends and Outlook in the 
Municipal Bond Market- 


For many years, American municipal bonds 
-have been of prime interest to those seeking 
conservatism and security in their investments. 
Now, with the rapid reduction in the supply 
of tax-free United States Government bonds, 
municipal obligations increasingly provide 
the primary recourse for investors wishing to 
minimize tax liability. 

To large institutional investors, banks and 
individuals, whether experienced or con- 
templating their first purchase of municipal 
bonds, this Mid-Year Survey presents timely 
and helpful information. It examines 
factors currently affecting the investment 
opportunities in municipal bonds, discusses 
the supply of and demand for such issues 
and inquires into price trends. 


Send for this Mid-Year Survey 


As a guide to informed appraisal of these 
bonds and their market, this up-to-date 
survey is available without obligation. 





HALSEY, STUART & CO. INc. 

123 S. LaSalle Street, Chicago 90, Illinois 
Gentlemen: Please send me, without cost 

or obligation, 1947 ‘Mid-Year Survey of the 

Municipal Bond Market.” 
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THE BURROUGHS COMMERCIAL TELLER’S MACHINE 


Proved in banks from coast to coast 
— now the fastest-growing service 


in the field! 


You'll win compliments from old customers. You'll 
win new customers. You'll receive widespread good- 
will and publicity for your alertness to new develop- 
ments and your use of modern methods! 

That’s been the experience of banks everywhere 
that have noel and improved their service 
with Burroughs Commercial Teller’s Machines. And 
their experience dates clear back to 1939, when this 


machine was quietly introduced and thoroughly 
tested under all operating conditions. 

Since then, this new service has swept the country 
on its own... so gratifying the public response, and 
so many the benefits to banks. Today, the list of 
enthusiastic users includes banks all over the country, 
and the demand is increasing every week! 

What would you like to know shines this great new 
development? How the machine handles every type 
of transaction? How other banks have introduced 
this new service and gained widespread publicity 
and goodwill? Where you can see an actual installa- 
tion? Call your nearest Burroughs office for the 
answers to these and all your questions. 


What Users Say About This New Service 


Here are just a few of the many comments received from 
users of Burroughs Commercial Teller’s Machines. 


“ANOTHER STEP FORWARD IN BANKING... machines 
are doing a job for us . . . speeded up operation between 
teller and customer . . . enable us to move daily work to 
proof department faster.” 
CITIZENS AND SOUTHERN NATIONAL BANK 
(10th St. Office), Atlanta, Ga. 
“CUSTOMERS RECEIVE BETTER, FASTER SERVICE... 
stationery cost reduced . . . depositors appreciate the faster 
service, the neatness and accuracy and the official machine- 
validated receipt.” 


PACIFIC NATIONAL BANK, Seattle, Wash. 





This sample deposit receipt shows the information given to 
both the customer and the bank. Once the amount is set up, 
all information is printed automatically on the receipt, and the 
amount cannot be changed until duplicated on the bank’s 
records. In a matter of seconds, any type of transaction can 
be handled on the machine. Cash-in and cash-out totals 
accumulate automatically and are available whenever wanted. 








“SUPPLIED ANSWER TO CONGESTED LOBBY . 
faster service ... an added feature was a substantial decrease 
in tellers’ cash differences.” 

NATIONAL BANK OF WASHINGTON, Tacoma 


“NO DIFFICULTY IN CHANGE-OVER .. . feel this is 
most constructive advance in bank mechanical equipment 
in recent years ... differences more easily located.” 
NIAGARA NATIONAL BANK, Buffalo, N. Y. 
“TELLERS ASSISTED IN BALANCING ... change-over to 
machines and discontinuance of passbooks made with 
virtually no + sant . . . Customers very well pleased... 
lobby lines disposed of 20% to 30% faster.” 
STATE NATIONAL BANK, El Paso, Texas 
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INVENTORIES COLLATERALIZED 
FOR COMMERCIAL LOANS 


| Constantly 
| Growing! 


Our 
| FIELD WAREHOUSING 
OPERATIONS 


are constantly increas- 
ing due to our straight- 
forward, co-operative and 
sound business methods, 
plus our careful analysis 
of each account, backed by 
many years of warehous- 
ing experience. 
* 


WRITE OR WIRE OUR 
NEAREST OFFICE 












ST. LOUIS 
TERMINAL 
WAREHOUSE 
COMPANY 


SERVING INDUSTRY OVER TWENTY YEARS 






ST. LOUIS 2, MO. CHICAGO 3, ILL. 
826 Clark Ave. First Natl. Bank Bldg. 


DALLAS 1, TEXAS KANSAS CITY 6, MO. 
Construction Bidg. Waldheim Bidg. 


MEMPHIS 3, TENN. 
Sterick Bldg. 


CINCINNATI 2, OHIO 
Carew Tower 
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removing existing credit controls, if Con- 
gress declines to approve! peacetime 
curbs. But presumably he would wait 
until this session adjourns on July 31. 

Testifying before the House Bank- 
ing and Currency Committee, prior to 
publication of the President’s letter, 
Mr. Eccles said: 

“If legislation is to be passed, we 
believe from our own experience that 
consumer credit regulation should be 
directed to the volatile sector of our 
consumer credit, that of installment 
credit. This is the part which has been 
subject to the greatest fluctuations in 
the past, thus contributing to insta- 
bility and unemployment. 

“Notwithstanding continued short- 
ages of goods, particularly durable 
goods, and notwithstanding regulation 
of consumer credit, installment credit 
expanded during the last 12 months 
by more than $2,000,000,000.”’ 

ae 

The delegation of selective credit 
controls as exemplified by Regulation 
W of the Federal Reserve Board was 
characterized as “‘far too dangerous to 
justify the meager result,” by Kenton 
R. Cravens, a member of the A. B. A. 
Credit Policy Commission, testifying 
before the House Banking and Cur- 
rency Committee. Mr. Cravens is 
vice-president of the Mercantile-Com- 
merce Bank and Trust Company, 
St. Louis. 

“No one argues that our central 
banking authorities should not have 
the power to regulate the overall 
supply or volume of credit to level 
booms and depressions. But the power 
to dictate the use of credit is alto- 
gether another and dangerous thing,” 
Mr. Cravens contended. 

“We are opposed to the selective 
control of consumer credit primarily 
because: First, from the standpoint 
of its economic soundness, we can find 
little evidence to support the view that 
consumer credit initiates the turns in 
the economy either up or down; and 
we think it more likely has tended to 
follow these turns rather than lead 
them. Second, from the standpoint of 
its social implications, there already 
has been much said before this com- 
mittee with respect to its resulting in 
discriminating against the low income 
groups. Third, because we firmly 
believe it won’t work; and even if it 
did work, it is not worth its price.” 

S] * os 


Farm Land Inflation 


The present high level of farm land 
prices is more the result of government 
action than the result of credit prac- 
tices by private lending institutions, 
C. W. Bailey, president of the Ameri- 
can Bankers Association, told Secre- 
tary of Agriculture Clinton P. Ander- 
son at a conference of representatives 


dn writing to advertisers please mention The Burroughs Clearing House 








of government agencies, farm organi- 
zations, banks, insurance companies 
and others to deal with the rising farm 
land price situation. 

Mr. Bailey called attention to the 
fact that the Farm Credit Administra- 
tion has pending in Congress legisla- 
tion. to liberalize Federal farm mort- 
gage loans by the Federal Land Banks. 
He contended this legislation, if en- 
acted, will add to the inflation of farm 
land prices, yet a campaign for its 
enactment is being carried on by the 
Farm Credit Administration in spite 
of its efforts against farm land price 
inflation. 

The conference, at which Mr. Bailey 
spoke, was a conference announced on 
May 22 as being called by Secretary 
Anderson at the request of President 
Truman to devise a program of ‘‘Volun- 
tary activities for discouraging further 
inflation in farm real estate prices and 
excessive expansion of debt by farm- 
ers.” 
“Factors other than credit, have 
brought about the increase in farm 
land prices,” Mr. Bailey declared. 
“Sharply higher income arising out of 
increased demand for farm products, 
increased production and incentive 
payments made by the Federal Govern- 
ment capitalized at steadily lower in- 
terest rates, have been the basic cause 
of higher farm land prices. 

“Additional factors contributing to 
increased farm income and increased 
prices have been (1) direct government 
payment to farmers under soil con- 
servation and other programs; (2) the 
availability of price supports for many 
farm products; and (3) foreign relief, 
gifts and loans to purchase food in the 
United States for export. 

“There are now pending before the 
Congress,” he said, “‘legislative pro- 
posals which, if enacted into law, 
could further accentuate the inflation- 
ary trend of farm land prices. These 
proposals are to continue the emer- 
gency lending characterized by the 
75 per cent Land Bank Commissioner 
loans through giving the Federal Land 
Banks permanently liberalized lending 
powers to make loans at this high ratio.” 

Mr. Bailey told the Secretary and 
the conference the results of a survey, 
made among the banking commis- 
sioners of the forty-eight states, showed 
that the supervisors of banks found 
no ground for criticism on the farm 
mortgage lending of banks. 

“‘We queried the state banking com- 
missioners of the forty-eight states and 
have heard from all of them,” he said. 
Mr. Bailey also read a letter from 
J. L. Robertson, Deputy Comptroller 
of the Currency, stating that “An 
analysis of reports of examination of 
national banks, with special emphasis 
upon recent ones, fails to disclose any 
evidence that national bank lending 
for farm land acquisition has been 
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‘overly generous’ in the light of pre- 
vailing values and statutory loan 
limitations.” 

Mr. Bailey told the conference that 
national banks and most state banks 
operate under limitations as to the 
volume of the farm real estate loans 
which they may hold in relation to 
their volume of time or savings deposits 
and showed that the farm mortgage 
loans currently held by banks is a 
fraction of what it was in 1920. 


Sf Sf 7 


RFC Extension 


A thoroughgoing investigation into 
the operations of the Reconstruction 
Finance Corporation has been voted by 
the Senate Banking and Currency 
Committee after agreeing to extend 
the life of the agency for another year 
beyond June 30, 1947. 

The Senate committee voted a $50,- 
000 fund to conduct the inquiry into: 

“Accounting methods; personnel; 
lending policies and subsidy operations; 
administration and the liquidation of 
loans, securities and other property; 
the effect of operations on private 
enterprises, large and small, and on 
public policies here and abroad.” 

A report on the investigation would 
be due March 1, 1948, under the com- 
mittee’s present plans, which call for 
an expansion of its investigation staff. 

At the same time, the House Bank- 
ing and Currency Committee voted to 
extend the life of the agency for two 
years, so there will be a joint confer- 
ence to reach agreement on the extent 
of tenure of life of the RFC before the 
bill reaches the floor of both houses. 

The House bill would limit the RFC 
to $2,000,000,000 in new business, and 
if approved by the House and Senate, 
would remove a large part of its au- 
thority to make loans. 

A spokesman for the House Banking 
and Currency Committee said the 
House measure proposes to prevent 
these RFC loans in the future: to 
foreign countries; to states; on real 
estate; for national defense purposes; 
to receivers of banks or liquidating 
agents, and to state insurance funds. 

Meanwhile, the United States Cham- 
ber of Commerce called for curtail- 
ment of government lending for busi- 
ness purposes asserting that the RFC 
had performed a useful function under 
depression and war conditions but 
“its powers have expanded so much 
as to form a menace.” 


Sd ° 


Effect of Tax Bill Veto 


Veto of the $4,000,000,000 tax bill 
by President Truman can be taken as 
an indication that Secretary of the 
Treasury John W. Snyder will acceler- 
ate debt retirement for the balance of 


the 1947 calendar year and for fiscal 
1948. 

“The President’s veto of the tax 
reduction bill is thoroughly justified 
by the existing financial situation of 
the government,” Mr. Snyder said. 
“The President’s message is a clear 
statement of the impropriety of tax 
reduction at this time. 

“It constitutes firm assurance to the 
American people that the Administra- 
tion is determined that the finances 
of its government will continue to be 
kept on a sound basis.” 

Since February 28, 1946, more than 
$22,000,000,000 in debt has been re- 
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tired. The announcement that on 
October 15 the Treasury will pay off 
in cash $787,000,000 maturing 4% per 
cent bonds is another indication of the 
accelerated debt reduction policy. 

The Treasury’s debt reached its ' 
peak in 1946 when it hit $279,800,- 
000,000. Former Secretary of the 
Treasury Fred M. Vinson, like his prede- 
cessor Henry Morgenthau, Jr., con- 
tinued the policy of using surplus cash 
from the Treasury’s working balance 
to retire maturing obligations, particu- 
larly certificates of indebtedness. 

Mr. Snyder has also followed this 
policy, but the Treasury’s working 











DIRECT SENDING 
to Speed Your Items 


Mercantile-Commerce is one of the few 
large institutions that follows the practice of 


routing collections and non-par items direct 
to points of payment. This service not only 
speeds up the time such items are outstand- 
ing, but often reduces exchange costs. 


While direct sending materially increases 
our expense of handling such items, it is 
a service to which Mercantile-Commerce 
believes our depositors are entitled. It is 
another reason why so many banks and 
business firms have selected Mercantile- 
Commerce to serve them in St. Louis. 





PPR rtf te telah MICE Sen 





sh 





* 


5 ADL 


Sg aE SE EE at ET mi 


rae 





32 


balance is now at its post-war low 
level.. June tax collections, plus sav- 


ings that would have been lost if the 


President had signed the tax bill, will 
be applied to debt reduction in the 
ensuing months. 


Rent Control Act 


House and Senate conferees have 
agreed on. extension of limited rent 
controls through February 29, 1948, 
with the provision for immediate 15 
per cent boosts where tenants and 
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Traditionally, “X" marks the spot 
where the body was found. It also 
means “his mark” in the case of a 
person who cannot sign his name. As 
a signature it is in the same class with 
about twenty-five per cent of the 
signatures on checks in current circu- 
lation, but it has the advantage of 
clarity inasmuch as someone who 
can write tells you who “X” really is. 
Conversely, those who scraw! are 
educated people. They know how to 
write but you'd never know it by 
looking at their signatures, 


Just as someone must identify “X,” 
so should someone identify Mr. 
Scrawler. We can do it by printing his 
name on the checks he uses and then 
he can scrawl to his heart’s content 
without slowing down the process of 
sorting and filing his checks. We do 
not believe any attempt should ever 
be made to convince him he should 


"X” MARKS THE SPOT 


















write so people could read it. His 
signature is distinctly his own and he 
is entitled to use it even though it 
does look like a frustrated doodle. 
BUT the printed name should accom- 
pany it so people can tell who he is. 


It doesn’t cost much to take the 
mystery out of these signatures. Per- 
sonalized Checks cost only $1.25 for 
200, and that’s enough for a year in 
most cases. Business checks are equally 
low in cost. And people are glad to 
pay for them. So, if your bank is not 
already selling these checks, why not 
write us for full information concern- 
ing our Imprinted Check Program. 
You'll save money, please customers, 
cut down on your labor costs . . . and 
you'll get some fun out of selling 
them. There is nothing more stimu- 
lating than selling something people 
like to buy, and people certainly do 
like to buy Personalized Checks. 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
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COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 
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IMPERIAL BANK OF CANADA 


TORONTO, CANADA 
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landlords agreed. 

The new agreement kills the pro- 
posed House-approved authority for 
President Truman to extend controls 
through March, 1948, and vests in 
local advisory boards virtual authority 
to end controls earlier in their own 
areas, or to raise rent ceilings, if their 
recommendations are not overridden 
within 30 days by the Housing 
Expediter. 

Since taking this action a House 
appropriations subcommittee has rec- 
ommended abolition of the Housing 
Expediter’s office, so it is uncertain 
where eventual authority on the modi- 
fied rent control bill will rest. 

Under the arrangement for volun- 
tary rent increases of up to 15 per 
cent, by mutual agreement of landlord 
and tenant, renters would have until 
the end of this year to sign such a 
lease. The lease, which must be 
registered with the Housing Expediter, 
would then: be good until January 1, 
1949. The proposed 15 per cent 
“voluntary” increases, would be over 
and above rents in effect on the date 
of final passage of the act. 

Other major provisions of the pro- 
posed “‘Rent Control Act of 1947:” 

1. Would remove all ceilings on 
new construction completed last Feb- 
ruary 1, or since. 

2. Decontrol as well all newly 
rented property, converted dwellings, 
and hotel accommodations. 

3. Terminate all Federal building 
priority controls on June 30, except 
over recreation construction such as 
theaters and bowling alleys. Priorities 
already granted, however, would re- 
main in effect, Senator Buck said. 

4. Put all eviction cases back under 
State laws. 

5. Remove the Senate’s so-called 
“luxury exemptions”  decontrolling 
single family accommodations renting 
for $225 a month or more. 

6. Permit a landlord to evict a 
tenant if he wishes to sell the property 
or occupy it himself. 

7. Modify enforcement machinery 
under which the Housing Administra- 
tor could sue for treble damages or, 
in flagrant cases, bring criminal action 
against violators. The tenant, how- 
ever, could still sue for treble damages, 
and the Housing Expediter could sue 
for injunctions to enforce the law. 


° ° 4 


Savings Bond Sales 


More than 90 per cent of the banks 
are participating in the bond a month 
plan, but the Treasury has yet to 
compile any statistics as to participa- 
tion by the public. 

The reception which greeted the 
plan indicates that the policy of diver- 
sifying the class of investors is assured 
of success. 
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The PERSONALITY SPOTLIGHT 








ARCHIE D. SWIFT 





Cc, A. SIENKIEWICZ 


Economist, statistician, becomes president of Philadelphia bank 


A recognized economist and statis- 
tical authority has been named 
president of the Central-Penn Na- 
tional Bank of Philadelphia. He is 
C. A. Sienkiewicz, formerly vice- 
president of the Federal Reserve 
Bank of Philadelphia. Archie D. 
Swift, president of Central-Penn 
since 1929, is now chairman of the 
board. 

Mr. Swift’s banking career extends 
over a period of 55 years. He came 
to Central-Penn in 1916 as an assist- 
ant cashier. ; 

Mr. Sienkiewicz has been with the 
Federal Reserve Bank of. Philadel- 
phia for 27 years. He has headed a 
program of bank relations in the dis- 
trict, consisting of 40 round-table 
conferences with executive officers 
representing some 900 commercial 
banks. His services as a consultant 
have been widely used by public and 
private agencies, and he has been a 
member of the Advisory Committee 
of the Association of Reserve City 
Bankers. 

Within the Federal Reserve Sys- 
tem, Mr. Sienkiewicz has been active 
as chairman of the Committee on 
Banking and Credit Policy. More- 
over, he has pioneered in the develop- 
ment of new methods for measuring 
business activity. A major contribu- 
tion in the field of banking and 
credit has been an original analysis 
of bank assets in the Third Federal 
Reserve District, a case study de- 
signed to determine policies and 
guides that commercial banks follow 
in acquiring earning assets and serv- 
icing their communities. He has 
been in demand as a speaker and 





writer on business, banking and 
credit developments. 


S 


Another newly elected president is 
James W. Hubbell, of Bankers 
Trust Company, Des Moines, Iowa. 
He has been 21 years a director and 
an active vice-president since 1944. 
B. F. Kauffman, who founded the 
bank 30 years ago, has retired from 
the presidency to become _ board 
chairman. However, it is reported 
that he will continue in active 
management. 

Scott C. Pidgeon, who has been 
with the bank since it was founded 
and a vice-president since 1932, has 
been advanced to executive vice- 
president. 

From deposits of $604,000 in 1917 
the bank has become a $58,697,000 
institution, and enlarged quarters 
are being made available. 


2 


Of national interest is the consoli- 
dation of the American National 
Bank of Miami and The First Trust 
Company into The First National 
Bank of Miami, effective June 14. 

There had previously been a close 
relationship and joint management 
between the individual banks. The 
merger brings the entire personnel, 
operating officers and board members 
of the American National into The 
First National. The First Trust 
Company becomes a part of The 
First National’s trust department. 


Wiley R. Reynolds, Sr., who pur- 
chased controlling interest of The 
First National from E. C. Romfh 
last year, continues as_ president. 
Also re-elected following the merger 
are Paul R. Scott, chairman of the 
board, and George E. Whitten, 
vice-chairman. 

Destined for an important role in 
the bank’s management is Comer J. 
Kimball, named executive vice- 
president. Associated with the Rey- 
nolds family in their various banking 
and financial enterprises for the past 
eight years, he was relieved of other 
duties and made assistant to the 
president at The First National and 
vice-chairman of the American Na- 
tional, following the recent death of 
H. Blake Oliver. Mr. Kimball has a 
background of 20 years of banking 
and financial experience. 

Other changes in the personnel of 
the First National Bank include 
the promotion of Winton Wright 
from assistant vice-president to vice- 
president in charge of the foreign 
department, and the election of 
H. Hood Bassett as assistant vice- 
president. ? 

The merger follows on the heels 
of an extensive expansion and re- 
modeling program at The First 
National, which has been in process 
for eight months without interrup- 
tion of customer service. 


Sd 
Of wide interest is the promotion 


to vice-presidents of the following 
well-known assistant vice-presidents 


J. S. WELLS 
W. H. HOEY 


H. B. ASPLIN 
G. F. DEWHIRST 
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at the National Bank of Detroit: 
Harold B. Asplin, Gerald F. Dew- 
hirst, William H. Hoey and John 
S. Wells. 

Mr. Asplin is in charge of the 
banks and banking business in Michi- 
gan, a field in which he has special- 
ized for more than 20 years. Mr. 
Hoey and Mr. Wells head the eastern 
and western United States depart- 
ments respectively of the out-of- 
town division; they too have special- 
ized in this field and in bank business 
development for more than 20 years. 

Mr. Dewhirst is in charge of the 
bank’s credit department. He is 
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chairman of the board of governors 
of the Robert Morris Associates, 
Michigan chapter, and chairman of 
the committee on co-operation with 
finance and loan companies for the 
national Associates organization. 


° 


The Seattle-First National Bank 
has elected Reno P. Ransom as 
vice-president, Henry A. Frey, Jr., 
as assistant vice-president, Robert 
M. Smith and E. T. Wickwire as 
assistant cashiers. 

Mr. Wickwire, trust officer since 
1943, was formerly in charge of the 
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CAUTION: 
USE ONLY AS DIRECTED 








proper set of directions. 








Like a potent medicine, consumer credit can work 
wonders for the earning power of your invested funds. 


And like the medicine, this type of credit can be 
dangerous if used unwisely. 


If you are opening or rapidly expanding an instal- 
ment lending department, be sure you have the 


A correspondent connection with Industrial means 
that you have at your fingertips all the information 
this bank has gained during 34 years of consumer 
credit experience. 
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R. P. RANSOM 


H. A. FREY, Jr. 


trust department at the Third Na- 
tional Bank & Trust Company, 
Dayton, Ohio. Mr. Frey comes from 
New York City and is assigned to 
the bank’s foreign department; he 
has had extensive foreign trade 
experience as an overseas representa- 
tive for General Motors Acceptance 
Corporation. 
+ 


The accompanying portrait view 
of Garret Yan Haaften was re- 
ceived too late 
for inclusion in 
the June issue, 
when announce- 
ment was made 
of his election 
as president of 
The American 
National Bank 
of Kalamazoo, 
Kalamazoo, 
Michigan, suc- 
ceeding Dunlap 
C. Clark who 
has become president of the Central 
Bank, Oakland, California. Mr. Van 
Haaften was elected assistant cashier 
of the American National soon after 
its organization in 1933, and was a 
vice-president before being advanced 
to the presidency. 


G. VAN HAAFTEN 


* 


The locally-named ‘Man of the 
Year,’’ Edwin F. Weber, has been 
elected president of the West Spring- 
field (Massachusetts) Trust Com- 
pany, succeeding the late Horace 
A. Moses who founded the institu- 
tion in 1921. Joining the bank as 
treasurer in 1936, when assets totaled 
only $1,000,000, ‘‘Ed’’ Weber chose 
a motto “The Friendly Bank’’ for 
the institution. As treasurer and 
executive vice-president he has kept 
the trust company active in all 
worthy community endeavors. He 
is perennial chairman of Red Cross, 
Community Chest and other fund- 
raising campaigns. Last January, 
West Springfield officially told ‘‘Ed”’ 
Weber what they thought of his 
extracurricular work then he became 
the first business man ever to win 
his community’s “Man of the Year’”’ 
award, bestowed by the Chamber of 
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Commerce for outstanding civic serv- 
ice. 

Do such activities ‘“‘pay off’’ for a 
bank? A partial answer may be 
found in the fact that, while West 
Springfield’s population has increased 
18 per cent (to 20,000 residents) in 
the eleven years since 1936, the Trust 
Company’s assets have risen more 
than 1,100 per cent to approximately 
$11,500,000. 


Sd 


M. S. Szymeczak has resumed his 
duties as a member of the Board of 
Governors of 
the Federal Re- 
serve System in 
Washington, 
after having 
acted first as 
Chief of the 
Trade and 
Commerce 
Branch and 
later as Direc- 
tor of the Eco- 
nomics Divi- 
sion, Office of 
Military Government for Germany 
(U. S.) in Berlin. Since his return, 
Mr. Szymczak has helped to clarify 
Germany’s economic problems and 
their relationship to the economic 
reconstruction of Europe, in talks 
before trade groups and over the 
radio. 





M. S. SZYMCZAK 


° 


Charles W. Brooks, a director 
since 1932, has been elected chair- 
man of the board, Stock Yards Bank, 
Louisville, Kentucky, succeeding the 
late Foster H. Embry. Mr. Brooks 
is general manager of the livestock 
broker firm of Kennet, Murray & 
Brooks. 


4 


A former Detroit banker is now 
director of the Finance Division, 
Office of Military Government, 
Wuerttemberg-Baden, a German 
state with a 3,600,000 population. 
He is Lt. Col. 
Edward J. Drin- 
kert, who repre- 
sents the Military 
Government in 
dealing with 1,494 
banks, 275 insur- 
ance companies, all 
of the German 
state govern- 
ment’s budgets, 
and the German 
agency controlling 
16,534 pieces of property appropri- 
ated for various reasons. 

Colonel Drinkert, a_ professional 
ball player and noted horseman as 





LT. COL. DRINKERT 





well as a banker, began his banking 





































































No need of stamps or slow, messy stamp-sticking—when 
you have a postage meter. You print the postage you need, 
for any kind of mail, directly on the envelope; and the 
meter seals the flap at the same time. Holds any amount of 
postage you want to buy at one time—always safe from 
waste, loss or theft. Provides for parcel post by printing 
postage on tape... Quick, convenient, efficient— 
and used for years in thousands of modern offices... 
Metered mail gives you a distinct advantage in the 
postoffice, too; skips routine handling, gets 

going sooner... Why mess with stamps any 

longer? Why stick stamps when you could 
have a postage meter? Models for every size 
bank . . . Our nearest office will give you the details. 
Or write for a free booklet that fully 
explains this modern 
mailing method. 







prtney-Bowes Postage Meter 


Prrney-Bowss, Inc.,3103 Pacific St., Stamford, Conn. 
Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal cities in the United States and Canada 
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career in 1925 with the First National 
Bank of Detroit. He later joined 
The Detroit Bank, and was manager 
of the discount department when in 
1941 he joined the armed services as 
a cavalry officer. 


Timed for publication release in 
the book stores with his 77th birth- 
day anniversary is 
a new biography 
of Amadeo Peter 
Giannini, found- 
er and chairman- 
emeritus of Bank 
of America. Writ- 
ten by Julian 
Dana, the book is 
titled ‘‘A. P. Gian- 
nini, Giant in the 
West.”’ It deals 
frankly and in de- 
tail with A. P.’s 
strenuous contro- 
versies with his 
financial and political antagonists— 
in rival banks, in Wall Street, in 
Sacramento and in Washington, D.C. 

Published by Prenticé-Hall, Inc., 
New York, 345 pages, $4.50. 





A. P. GIANNINI 


With 18 years of experience in the 
trust field, Elizabeth M. Vogel has 
been elected to the 
newly created 
office of trust 
administrator at 
the Lincoln Roch- 
ester Trust Com- 
pany, Rochester, 
New York. She 
joined the bank in 
1944, was 16 years 
in the trust de- 
partment of Cen- 
tral Trust Com- 
pany, Rochester, including 8 years 
as assistant trust officer. 





E. M. VOGEL 


. 


E. Lee Talman, former vice- 
president of Transcontinental and 
Western Airlines, better known as 
TWA, has been elected vice-president 
and comptroller of the Northwest 
Bancorporation, Minneapolis. He 
will assume a portion of the responsi- 
bilities previously carried by Robert 
F. Mactavish, who now becomes 
vice-president and secretary. A new 
director of Northwest Bancorpora- 
tion is Harry A. Bullis, president 
of General Mills. 


* 


Promotions at Farmers Deposit 
National Bank, Pittsburgh, are as 
follows: Elbert L. Frank and 
Richard H. Wells, from assistant 
vice-presidents to vice-presidents; 
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E. L. FRANK 
W. A. KORB 


R. H. WELLS 
W. E. DUFF 


William A. Korb, from assistant 
cashier to cashier; and Willis E. 
Duff, assistant cashier to comptrol- 
ler. Mervyn E. Boyle, formerly 
vice-president and cashier, continues 
as vice-president. 


+ 


After a banking career in Nevada 
and California covering four decades, 
Craig Thorburn has retired as 
cashier-comptroller of the First Na- 
tional Bank of Nevada, in which 
capacity he was in charge of oper- 
ations and personnel of the state- 
wide system. Named to succeed 
him is E. H. Fitz, who has been 
branch supervisor of Bank of America 
for a number of counties. 

To handle the bank’s growing trust 
business in Southern Nevada, L. 
Lucey has been appointed assistant 
trust officer with headquarters at a 
new branch trust office in Las Vegas. 
Mr. Lucey had previously been 
associated with the trust department 
of the American National Bank and 
Trust Company of Chicago for ten 
years. 

Sf 


Effective June 1, The Sewickley 
Valley Trust Company has become 
affliated with the Peoples First 
National Bank & Trust Company of 
Pittsburgh, as a branch. J. K. 
Webster, formerly vice-president of 
the Sewickley bank, is in charge of 
the branch. Roy Rose, previously 
president, is a member of the advi- 
sory board. 


o 


A. J. Mowerson has been named 
president of the First National Bank, 
Wychoff, New Jersey, following the 
retirement of R. E. Lawlin due to 





ill health. Herbert Elkland, new 
vice-president and cashier, will serve 
as executive officer of the bank. 


« 


The First State Bank of Port 
Lavaca, Texas, has been reorganized 
and newly elected officers are: W. H. 
Bauer, president; J. B. Moore, vice- 
president; J. J. Faubian, vice-presi- 
dent and cashier. Mr. Faubian was 
formerly senior examiner of the 
State Banking Commission. 


7 


L. F. Stroefer, who has had 
supervision over FDIC activities in 
Ohio and Pennsylvania, has resigned 
to become a vice-president of City 
National Bank & Trust Co., Colum- 
bus, Ohio. 


* 


John B. Payne has been ap- 
pointed director of research for the 
Mercantile- 
Commerce Bank 
and Trust Com- 
pany, St. Louis. 
For 17 years he 
he served as advi- 
sor on manage- 
ment to the Policy- 
holders’ Service 
Bureau of the 
Metropolitan 
Life Insurance 
Company. In 
addition to counseling business ex- 
ecutives on their management prob- 
lems, he conducted surveys and 
prepared management reports for 
publication. 





J. B. PAYNE 


7 


The importance of foreign com- 
merce to the Pacific Coast was given 
recognition in 
the recent ap- 
pointment of 
Brayton Wil- 
bur, world 
trader, as chair- 
man of the 
board of direc- 
tors and Federal 
Reserve Agent 
for the Federal 
Reserve Bank 
of San Fran- 
cisco. He has succeeded Dr. Henry 
F. Grady, named by President Tru- 


man as the first U. S. Ambassador 
to India. 


Mr. Wilbur is president of Wilbur- 
Ellis Co., one of the nation’s leading 
import and export companies. 


° 














B. WILBUR 


Edward F. McDougal has been 
appointed advertising and _ public 
relations manager of Bankers Trust 
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Company, New York City. For 
four years he was director of public 
relations for the U. S. Treasury’s 
Savings Bond Division in New York 
State, and he has also been associ- 
ated with the public relations depart- 
ment of New York University. 


S 








Model 200 


Coins roll on edge, quickly 
and quietly down the de- 
‘livery chute into the cup 
from where they are re- 
moved by the customer. 


Robert B. Pegram, Jr., has 
joined the Bank of Georgia, Atlanta, 
as a vice-president. For the past 
year he has been in the investment 
business, but he has had banking 
experience with the Guaranty Trust 
Company of New York, and with 
the First National Bank in Atlanta. 


° 


Death came June 2 to one of. the 
nation’s best-known credit men, Col. 
Hugh H. McGee, for 25 years a 
vice-president of 
Bankers Trust 
Company, New 
York City, and a 
moving spirit in 
the recent forma- 
tion of regional 
bank credit pools. 
He retired from 
the bank in 1946, 
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and subsequently Vow ey 
served as financial H. H. McGEE ‘N \ \ AN 
consultant to a : m AWN : et : 
number of banks, industrial concerns ee cae L 44 & 
and utilities. He was recently elected eis a 


to life membership in the Association 
of Reserve City Bankers. 
® Model 100 
Coins are delivered 
President John K. Thompson, | ° ‘filer and passed 
left, of the Union Bank of Commerce, ; 





For better customer service . . . for speedy, accurate 
coin payments ... EVERY BANK, large and small, 
should have a Brandt Automatic Cashier at EACH 
TELLER’S WINDOW. 


USE THIS COUPON NOW! 


B R A N ) T Brandt Automatic Cashier Co. 
COIN HANDLING Watertown, Wisconsin 
DEVICES SINCE 


1890 Please send complete information about BRANDT 


AUTOMATIC CASHIER. 


[| Model 200 [_] Medel 100 





Cleveland, is shown here congratu- Other BRANDT Products: 


: . . We also desire information regarding the BRANDT 
lating Teller Teddy Miller for bring- | | [1 COIN SORTERS and COUNTERS | <M Doo duicts checked on the list to the left: 

ing national bowling honors to the | | U realy cen end ae 

bank. Miller was on the team which 

scored 3032 to win the 5-man event | | W COIN STORAGE TRAYS Bank Nerme.........--.--------------ooseeeesscnnseeccenneneceneccnnaeen 


at the A. B. C. tourney in Los ee 
Angeles recently, and he thereby “Brandt” and “Cashier” resistered United 
received a diamond medal and a States Patent Office and Canadian 


share in the $2,500 team prize. Soe ae ee 2 SEO Ava ES State....... 


Send attention 
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By JAMES MONTAGNES 


Canada Tightens U. S. Dollar 
Controls 


With Canadian imports from the 
United States exceeding exports, the 
Canadian Government, through the 
Foreign Exchange Control Board, has 
been forced to reinstate some of its 
wartime controls on currency ex- 
change. Recently Finance Minister 
Douglas Abbott announced that Cana- 
dians may not hold more than $10 in 
United States funds and must sell all 
excess U. S. dollar holdings to a bank. 
Travel permits must also be obtained 
from the FECB for taking more than 
$10 U. S. or a total of $25 U. S. and 
Canadian funds out of Canada. 

Announcement of new regulations 
stated that “it has been found that 
considerable sums of U. S. currency 
spent in Canada by American tourists 
were being held by individuals rather 
than being sold to their banks in 
Canada. Some Canadians have taken 
advantage of the regulations to acquire 
and use U. S. currency for unauthor- 
ized purposes. The purpose of changes 
now is to make sure that U. S. cur- 
rency earned by Canada through the 
tourist traffic is turned in to official 
reserves and is thus available to meet 
the needs of the Canadian economy.” 


° ° * 


Bank Renovation 


After two years of work, during 
which the business of the branch was 
not stopped, the main Montreal branch 
of the Imperial Bank of Canada at 
610 St. James Street, has been com- 
pletely modernized. A modern open- 
to-view bank has replaced the ornate 


The old and new at the recently remodeled Montreal branch, Imperial Bank of Canada 
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CANADIAN BANKING 


bank with its high barred teller win- 
dows which was opened at this loca- 
tion early in the century. 

In the modernization process the 
banking space has been much en- 
larged by taking up all the main floor 
of the building and rearranging the 
floor plan. The public space now 
fronts on a continuous counter line. 
This is thought by the bank to allow 
the best arrangement for efficient 
handling of many customers and keep- 
ing the office free of congestion. It 
also affords easy communication be- 
tween customer and banking officer. 
Departments dealing directly with the 
public are placed next to the counter, 
with heavy plate glass separating the 
main departmental divisions. The 
manager, John §S. Proctor, the staff 
and the customers have an unob- 
structed view of the entire banking 
room. 

The old-fashioned high metal tellers’ 
cages have been replaced by low glass 
screens at the counter level so that all 
banking operations are conducted with 
speed, efficiency and intimacy. Air 
conditioning and concealed lighting 
add to the improved appearance of 
the bank and its working facility. 

Walls of the main room are finished 
in Turgot limestone and adorned with 
five murals depicting scenes in the 
early days of Canadian commerce. 
The murals were painted by Adam 
Scott Sheriff, Montreal artist. They 
feature exploration, settlement and 
trade since the 16th century when first 
settlements were made by French 
colonists. 

Pillars, counters and counter tops 
are of marble from France, Italy and 
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the United States. The soundproofed 
ceiling has a recessed well over the 
working section of the bank, with in- 
direct amber-neon-tube lighting. All 
other lighting is by means of ceiling 
flush reflector lamps, 28 surrounding 
the indirect lighting well with 14 over 
customer space and back of the work- 
ing space. 

A stairway with ornamental hand- 
rail leads from the main banking room 
to the vaults and the modernized 
safe deposit section. Coupon clip- 
ping booths are equipped with tables 
which have fluorescent lighting above 
and below; coupons dropped on the 
floor can be readily seen. A small 
board room for clients is also provided 
in this section of the bank. Rest 
rooms for the staff have been provided 
in the basement, furnished with limed- 
pine leather furniture. 





* e . | 
Report on Canadian Mortgage 
Investments 
Less liberalization of mortgage 


credit, necessity to decrease costs of 
house construction, closer study of 
the taxation structure, and increasing 
investment problems were featured in 
the annual report of the Dominion 
Mortgage and Investments Association 
held at Kitchener, Ontario, on May 29. 

The 54 member companies of the 
association (13 loan companies, 16 
trust companies and 25 insurance com- 
panies) reported that investment prob- 
lems were aggravated during the past 
year by a further decline of interest 
rates. Asa result of the large volume 
of funds seeking investment, there has 
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been a narrowing of the yield differen- 
tial between Dominion of Canada and 
municipal and corporation bonds, al- 
though risk is greater in the latter two 
classes. The downward trend in 
municipal debt is being reversed, the 
report pointed out, with an increase 
expected this year rather than a de- 
crease due to municipalities under- 
taking capital works programs de- 
layed during the war. 

“During the war years there was a 
steady decline in mortgage invest- 
ments, with repayments exceeding 
new money loaned on mortgages,” the 
report said. ‘Mortgage portfolios are 
increasing as more of the investment 
funds of the companies are directed to 
the financing of residential construc- 
tion and commercial and industrial 
expansion. Mortgage investments of 
member companies increased during 
the year by approximately $47 million 
to $477 million. If the 1947 residential 
construction goal of 80,000 new hous- 
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ing units is reached the increase in 
mortgage portfolios will be even greater 
than in 1946.” 

The report referred to the growing 
increase in construction costs, the 
increasing hesitancy to buy homes at 
current prices, the lack of housing 
construction for rental purposes, and 
the demand for further liberalization 
of mortgage credit. The report pointed 
out that instead of increasing produc- 
tion of homes, more liberal mortgage 
terms, including smaller down pay- 
ment and longer amortization, are 
likely to increase costs. “Credit liber- 
alization will merely accelerate the 
price rise,”’ the report states. 

Regarding farm mortgages, the as- 
sociation reported recently that farm 
mortgage debts in the three prairie 
provinces, Manitoba, Saskatchewan 
and Alberta, are now less than one- 
third the size of those in 1938. 

R. H. Reid, vice-president and man- 
aging director of the London Life 
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Insurance Company, London, Ontario, 
was elected president of the Dominion 
Mortgage and In- 
vestments Associ- 
ation, with T. D. 
Leonard, general 
manager of the 
Canada Permanent 
Trust Company, 
Toronto, elected 
first vice-president, 
and H. E. Lang- 
ford, general man- 
ager of the 
Chartered Trust 
and Executor Com- 
pany, Toronto, elected second vice- 
president. 





R. H. REID 


« Sf 7 


Ontario Trust Companies Meet 


An increase of interest rates and 
revision of authorized trustee invest- 
ments were recommended at the annual 
meeting of the Trust Companies 
Association of Ontario at Toronto on 
May 22. Retiring President T. D’Arcy 
Leonard reported that the trust com- 
pany members are now trustees for 
more than $3 billion of their clients’ 
assets. “It is questionable whether it 
is any longer beneficial to the national 
welfare that interest rates should 
remain so low,’”’ Mr. Leonard stated. 

Jack W. Scott of 
the Waterloo Trust 
and Savings Com- 
pany, Kitchener, 
Ontario, was elected 
president of the 
Trust Companies 
Association of On- 
tario. Henry E. 
Langford, Char- 
tered Trust and 
Executor Com- 
pany, Toronto, was 
elected vice-presi- 
dent, and Laurence G. Goodenough, To- 
ronto, was elected secretary-treasurer. 





J. W. SCOTT 


Sf o 4 


Bank Appointments 


H. S. White has been appointed 
assistant manager of the London, 
England, branch of the Dominion 
Bank, head office Toronto. He has 
been with the bank since 1930, serving 
at various branches. 

John Denison, supervisor of the 
foreign department, Dominion Bank, 
is visiting Great Britain and conti- 
nental Europe to renew the bank’s 
principal connections there. 

E. D. Parker has been appointed 
superintendent of branches of the 
Royal Trust Company, head office 
Montreal. 

E. Fricker has been appointed agent 
of the Bank of Canada at Toronto, 
succeeding K. Frederickson, retired. 





THI 
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New Booklets 


The following three booklets give 
highly authoritative and interesting 
information in condensed form on the 
International Bank for Reconstruction 
and Development. For financial offi- 
cers and others who are seeking a con- 
cise, but reasonably complete picture 
of the organization, the booklets may 
be helpful. 


What the International Bank 
Means to You... This is a descrip- 
tion of the functional make-up of the 
International Bank. It tells of the 
bank’s history, accomplishments and 
purposes. A detailed analysis of the 
bank’s non-political policies is given, 
comparing them with those of local 
banking institutions. Also contained 
is a graphic presentation of the member 
countries’ voting ratios. 


Who’s Who in the Interna- 
tional Bank... Brief biographies 
of the men who direct and manage the 
operations of the International Bank 
are presented in this 24-page publica- 
tion. It outlines the experience of the 
executive directors and their alter- 
nates, of the officers and department 
heads. The functions of the board of 
governors, executive directors and 
operating heads and the relationship 
between them are explained. Organi- 
zation charts are included. 


International Investment of 
Capital ... An analysis of the funda- 
mental characteristics of international- 
capital investment, by John J. Mc- 
Cloy, president of the International 
Bank. It deals with the planned for- 
eign investment as proposed for the 
Bank, in contrast to “the haphazard 
and misdirected” investments by the 
United States, especially between 1920 
and 1940. 


¢ 


Penalties of Economic Igno- 
rance... This is the revealing report 
of a large company’s survey of em- 
ployee-opinion on corporate profits, 
expenses and business methods. Em- 
phasis is put upon the unfavorable 
results of employees’ general misunder- 
standing of business factors, along 
with the use of available means of cor- 
recting such misunderstanding. 


Bank Service in Industrial- 
Employee Retirement Plans... 
Designed by a large bank for distribu- 
tion to industrial concerns, this book- 
let explains the bank’s aims, policies 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





and methods of administering indus- 
trial-employee retirement plans. It 
may be useful to officers of other banks, 
both for the information contained and 
in planning like promotional material. 


WHAT THI 


INTERNATIONAL | 


BANK 


MEANS TO YOI 





A concise introduction 


Facts About Home Building 
- . « This 30-page, bank-published 
booklet treats home building in two of 
its major aspects: The design and 
construction of the home and the 
financial safeguarding of the building 
project. Along with information on 
fireplaces, hearths and outdoor living 
rooms is information on_ escrows, 
building loans and title policies. In 
addition to its intrinsic value for 
financial officers, the booklet may form 
a useful pattern for financial adver- 
tising men in planning similar material 
for their own institutions. 


State and Municipal Bonds 
.- This booklet was prompted by the 
wide current interest in state and 
municipal bonds and the prospective 
supply of these securities through state 
veterans’ bonuses and public works 


construction. Its 20 pages contain 
valuable information for investors 
concerning the prospective supply of 
these bonds, a review of World War I 
bonus payments and loan borrowing, 
and analysis of benefit borrowings of 
veterans of World War II, and a sec- 
tion dealing with public works con- 
struction. The text is supplemented 
by graphs and tables covering the 
different aspects of these subjects. 


United States Government 
Obligations . .. This 14-page, tab- 
«indexed publication is planned to help 
the reader visualize such subject 
material as: Yields on U. S. Govern- 
ment securities, analysis of ownership 
of U. S. Government securities held by 
commercial banks, and Federal Re- 
serve Bank holdings of such securities. 
A three-page statement is included, 
describing the security issues which 
comprise the public debt. 


Financing the Oil-Heating 
Market... This booklet deals with 
- the problems of financing the potential 
$900,000,000 market for oil-heating 
equipment. The trends of prices and 
supplies in such equipment are given, 
and hints for both consumer and whole- 
sale financing for the particular mar- 
kets are included. 


Still Timely 


How to Read a Financial Re- 
port... A valuable addition to many 
financial officers’ business libraries. 
The booklet makes interesting the job 
of understanding and explaining com- 
panies’ annual statements of condi- 
tion, their meaning in terms of holders 
of company bonds, preferred and com- 
mon stocks. 


Mortgage-Life Insurance Plans 
. . » This pamphlet outlines monthly 
reducing term insurance plans and may 
be an aid in explaining such plans to 
customers. 


Quiz on Railroads . . . This 
booklet contains 80 pages, asking and 
answering the 450 questions most fre- 
quently asked about railroads and rail- 
road systems. 


Bird’s-eye View of a Bank at 
Work... A booklet which has drawn 
much favorable comment from finan- 
cial advertising authorities for its 
concentrated, interesting manner of 
selling bank services. 
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MICROFILM © ROTARY, VERTICAL AND VISIBLE 
FILING EQUIPMENT ¢ SAFES, CHESTS AND VAULT 
DOORS « BANK VAULT EQUIPMENT e BURGLAR 
ALARMS e¢ HOLLOW METAL DOORS AND TRIM 


Saturday Closing and 


“The Long Week-End™ 


NEW PROBLEMS FOR BANKING EXECUTIVES ...NEW SOLUTIONS BY DIEBOLD 


@ The trend toward Saturday 
closing poses new problems for 
management. Most vault timers 
are built for a maximum of 72 
hours, while a minimum 88 hour 
interval is required when a Friday 
or Monday holiday occurs. Lobby 
traffic reaches new peaks after 
the longer week-end-— patrons 
are inconvenienced, tellers are 
pushed to the limit. 


Even a 96 hour timer cannot pro- 
tect your vault against emergency 
possibilities such as floods, con- 
flagrations, strikes, riots and up- 
risings, or national or state pro- 
claimed holidays which might 


BANK DIVISION 


Diebold 


Now includes York Vaults—McClintock Alarms 


Canton 2, Ohio 


now extend the week-end to more 
than three days. 


Diebold Engineers anticipated 
your needs and offer today, two 
new units to solve your Saturday 
closing problems—The Diebold 
120-Hour Timer for your vault, 
and The Diebold After-Hour 
Depository to help level deposit 


volume. 


Whether or not you now have 
Saturday closing, you should 
learn more about this new equip- 
ment and plan to install it—for 
normal operation now, and for 
the abnormal conditions that may 
come later. 


DIEBOLD 120-HOUR TIMER 


Readily installed in new or old vaults. 
Provides emergency timing for unusual 
periods—up to 120 bours. Combines 
the finest features of York and Diebold 
design. Compact, simple, fool-proof. 












DIEBOLD AFTER-HOUR DEPOSITORY 


Easy to use—perfectly safe. Customer 
unlocks door, places deposit in bopper 
over closed chute. As door is closed, 
deposit drops through chute and spring 
bolt re-locks door. 
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By CHARLES R. ROSENBERG, -r. 


Ruling on Authority of 
Bank’s Agent 


An Oklahoma bank sued the maker 
for the balance on a note which was 
secured by a chattel mortgage. The 
suit was brought several years after 
the maturity of the note. 

The evidence disclosed that long 
before the suit was brought the bank 
had sent its agent, a Mr. Swanson, to 
see the debtor with authority from the 
bank to get title to and take possession 
of the property covered by the chattel 
mortgage given as security for the note. 

The debtor testified that in his con- 
versation with Mr. Swanson the latter 
represented that if the property were 
turned over to him and a bill of sale 
transferring title were executed by 
the debtor, that would be accepted 
by the bank in full satisfaction of 
the balance due on the note. The 
debtor claimed that he gave up the 
property and executed the bill of sale 
on that understanding. 

The bank contended that Mr. Swan- 
son had no authority to make such an 
agreement and that if he did so, it was 
invalid and not binding on the bank. 

Ruling against the bank on the 
question of its agent’s authority, the 
Supreme Court of Oklahoma said: 

“An agent with express authority to 
accept payment of balance due on a 
note, and authorized and directed by 
the principal to take voluntary posses- 
sion of mortgaged chattels and title 
thereto, has authority, in absence of 
proof to the contrary and notice of 
such limitation on the authority, to 
make an agreement to cancel the debt 
in consideration of transfer of title and 
possession. 

“In the case before us, under the 
evidence as found by the jury, the 
debtor would not have delivered the 
property except for the agreement to 
cancel the debt. The agreement 
alleged by him was therefore a neces- 
sary incident to the accomplishment 
of the specific authority of and instruc- 
tion to the agent to take possession 
and title which the agent did for his 
principal, the bank, and delivered 
same to the principal for final dis- 
posal, which right was, no doubt, 
exercised under the authority of the 
bill of sale. 

“‘Where an agency apparently cover- 
ing the subject matter in question is 
established or admitted, the principal 
has the burden of proving any special 
imitations on the agent’s authority. 


“That Swanson was the agent of the 
bank to collect the balance due on the 
note and authorized to take title to 
and possession of the property for the 
bank on account of default in payment 
of the note, there can be no doubt. 


No one contends otherwise. 

“One possessed of such actual au- 
thority also has the authority, in the 
absence of proof to the contrary and 
notice to the debtor, in order to accom- 
plish these important, intended and 













Yesterday's Mail Plane 
— a museum piece today 


The first mail plane will still fly .. . 
but it can’t carry today’s load... or 
meet today’s schedules. 


Manually operated perforators fall 
just as short of today’s job. Cummins 
300, the first mass produced electric 
perforator, brings the economy of 
electric operation to all sizes of banks 
... at about half the price of previous 
electric cancelers of same capacity. 
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Model 300 has the GREATEST PERFORATING 
POWER available in a portable perforator. 


LOWER COST — Its saving in direct labor alone will pay for the installation of a a 


Cummins 300. 


SATISFIES EMPLOYEES — Cummins 300 is easier to operate . . 


eliminates physical effort . . 
. operated from sitting position. 


. practically 


. can be placed right at work instead of against wall 


SPEEDS HANDLING — Greater capacity and twice-as-fast operating cycle get 


jobs done on time . 


1,000 in three minutes . . . easily. 


. 29,000 checks canceled per hour . 


. 5,000 in 15 minutes . 


OFFERS GREATER VALUE — Mass production brings previously costly features 


at low price.. 


. More power, greater capacity, heavier construction than any other 


portable perforator or than any other perforator in same price class. 


For Safety's Sake Perforate 
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SINCE 
1887 











MAIL THIS COUPON TODAY 


| CUMMINS BUSINESS MACHINES 
| Division of A.S.C. CORPORATION 
Formerly CUMMINS PERFORATOR 
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| 

| 4750 Ravenswood Avenue, Chicago 40, Illinois : 

Originators of Perfora- | Please send me complete information on Cummins 300 | 
tors. Manufacturers of | Nam z Title | 
Business Machines for fe Company fi . | 
Efficiency and Protection Address | 
| G Zone State | 
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BONDS 
WESTON'S BOND 
Extra No. 1, 100% Cotton Fibre 
WESTON’S DEFIANCE BOND 
i] 0 Fibre 
WESTON’S HOLMESDALE BOND 
757% Cotton Fibre 
WESTON’'S WINCHESTER BOND 
50% Cotton Fibre 
WESTON'S BLACKSTONE BOND 
25% Cotton Fibre 


LEDGERS 
BYRON WESTON CO. 
LINEN RECORD 
Extra No. 1, 100% New White 
Cotton and Linen Fibre 
WESTON'S DEFIANCE LEDGER 
100% Cotton Fibre 
WESTON'S WAVERLY LEDGER 
75% Cotton Fibre 
WESTON'S CENTENNIAL LEDGER 
75% Cotton Fibre 
WESTON'S WINCHESTER LEDGER 
50% Cotton Fibre 
WESTON’S BLACKSTONE LEDGER 
25% Cotton Fibre 


INDEXES 
WESTON'S DEFIANCE INDEX 
100% Cotton Fibre 
WESTON'S WINCHESTER INDEX 
50% Cotton Fibre 
WESTON’S MACHINE 
POSTING INDEX 
50% Cotton Fibre 


MACHINE ACCOUNTING 
WESTON'S TYPACOUNT LEDGER 
75% Cotton Fibre 
WESTON’S MACHINE 
POSTING LEDGER 
50% Cotton Fibre 
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If you've always thought Weston’s Papers 
must be expensive... (Aren’t they widely 
used for preserving priceless public rec- 
ords?)...then prepare for a pleasant sur- 
prise! Weston’s papers in equivalent grades 
cost no more than the paper you are now 
using. The extra quality that makes them 
look expensive is a bonus. It’s the result of 
80 years of specialization in making fine 
papers for business records. So don’t hesi- 
tate to specify Weston’s from your tegular 
source of supply when you order your 
next lot of letterheads or forms. You'll 
get maximum service and satisfaction — 


and it costs no more! 


BYRON WESTON COMPANY, Dalton, Massachusetts 








authorized results, to settle the debt 
in consideration of the acts of the 
debtor in these respects. 

“A principal who clothes his agent 
with such express authority as to give 
rise to the implied authority to do 
such other things as are reasonably 
necessary to accomplish the desired 
authorized result will be held bound 
by the agent’s acts within the scope of 
such implied authority unless and 
until the third party (the debtor here) 
has notice of the restriction of the 
agent’s authority. There is no evi- 
dence that the debtor here had any 
knowledge of such alleged restriction 
m the authority of Swanson, the 
bank’s agent.” 

Judgment against the bank was 
affirmed. (178 Pacific Reporter, Sec- 
ond Series, 86.) 


¢ ¢ 


Par Clearance Act 
Constitutional 


In 1945 Nebraska enacted a statute 
requiring that all state banks clear at 
par all checks drawn on themselves. 
Recently the Supreme: Court of Ne- 
braska was called upon to pass on the 
statute’s constitutionality. After de- 
termining that the law did not violate 
the Constitution of Nebraska, the 
court discussed its validity under the 
Constitution of the United States. 

“Section 10, Article I, Constitution 
of the United States,” the court said, 
“has reference only to laws enacted 
after the making of contracts, the 
obligations of which are claimed to be 
impaired. 

“Contracts upon which banks obli- 
gate themselves with holders of checks 
drawn on themselves are implied in 
law. They are necessarily of short 
duration and generally performed and 
fully executed the same day. It has 
not been proved that any such con- 
tracts were in existence and unexe- 
cuted on August 10, 1945, the effective 
date of the par clearance Act. 

‘Every. check drawn on the banks 
and received and paid by them there- 
after was the subject of a new and 
separate contract between the bank 
and the holder, and embraced the Act 
as an integral part thereof, which in- 
cludes the bank’s statutory duty to 
remit the balance in full, that is to 
clear all checks at par. 

“We therefore conclude that the 
Act did not impair the obligations of 
any contract between the banks and 
any other person, either depositor or 
holder; hence it is not repugnant to 
Section 10, Article 1, Constitution of 
the United States. 

“No part or provision of the Federal 
Constitution was ever intended to 
take from the states the right to 
properly exercise their police powers, 
which generally extend to all the great 
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public needs which are lawfully rec- 
ognized as immediately necessary to 
promote the public welfare. That 
such power may be exercised by a 
state within reasonable limits to regu- 
late the business of banking, whose 
facilities are generally recognized as 
an indispensable condition of com- 
merce, is well established.” (Placek 


vs. Edstrom, 26 Northwestern Re- 


porter, Second Series, 489.) 


Sd ¢ ¢ 


Endorsement by Number 


A Spokane furniture retailer bought 
a carload of secondhand furniture from 
a wholesale distributor located in New 
York City. About ten days later a 
Spokane bank notified the retailer that 
it had received a sight draft, with bill 
of lading attached, for $1,618.03, 
drawn on him. The retailer paid the 
draft, which covered the balance of 
the purchase price of the furniture, 
and then opened the carload of furni- 
ture. He found that the furniture was 
practically worthless and not as repre- 
sented by the New York distributor. 

The retailer at once brought an 
action of garnishment against the 
bank for the amount paid for the 
draft. The bank admitted that it had 
in its possession funds to the amount 
of $1,618.03 belonging to the New 
York distributor, who was named as 
defendant. The New York distribu- 
tor made no appearance in the suit. 
However, a New York finance com- 
pany intervened in the proceeding, 
claiming that the money paid to the 
bank by the Spokane retailer belonged 
to the company and not to the New 
York wholesaler. 

The finance company based its 
claim on the fact that the New York 
distributor had assigned the sight 
draft to the company, which advanced 
80 per cent of the amount to him and 
was to pay him the balance of 20 per 
cent when the draft was collected. 
Upon receipt of the draft, which was 
endorsed in blank by the New York 
distributor and made payable at the 
Spokane bank, the finance company 
deposited it in its New York bank for 
collection. The finance company en- 
dorsed the draft merely by a stamped 
number “8160.” The Spokane re- 
tailer filed a cross-complaint, alleging 
fraud on the part of the New York 
distributor, in which fraud he charged 
the finance company participated. 

“It is clear,” said the Supreme 
Court of Washington, “‘that the stamp- 
ing of number ‘8160’ only on the back 
of the sight draft was for the purpose 
of aiding the New York distributor in 
consummation of his fraudulent trans- 
action by deceiving the Spokane re- 
tailer into thinking that the draft had 
not been sold to a third party. If the 
retailer had learned of the sale of the 

















Available 60-90 Days 


STRAYER Steel Sliding Drawer 





Storage Files 





. . MADE ANY SIZE TO YOUR OWN SPECIFICATIONS . . . 





Interlock in stack automatic ... no screws and nuts 
Interchangeable very satisfactory follower supports 


Equipped with wire drop handles or nickel plated rigid handles. 
With or without roller bearing wheels. 
Positive drawer stops. 


...MAIL ORDERS TO... 


The Strayer Coin Bag Company 


New Brighton, Pennsylvania 
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Use The Stokes System 
For Storing and Sorting Your Coins 


THE MOST COMPACT SYSTEM YET DEVISED FOR THE ORDERLY 
HANDLING OF SILVER 





STOCK NO. 3675 


The above aluminum locker accommodates 70 Stokes aluminum coin 
trays. Capacity $3,675.00. These lockers can be stacked several 
together for your individual tellers’ use. Outside dimensions—21 4’ 
high, 1934” wide and 16” deep. Body and doors are made of 4” alu- 
minum plate, affording the protection of steel with one-third the weight. 


Locker illustrated 
at right was de- 
signed and built for 
a bank in Arkansas. 
Upper section 
accommodates the 
Stokes aluminum 
coin trays, and has 
a capacity of 
$13,210.00. Silver. 


We will build 
this equipment to 
suit your indi- 
vidual needs. 
State the amount 
of each denomi- 
nation of silver 
you wish to provide for and 
the available space in your 
vault. Our engineers will 
submit proposal without 
obligation. 


You probably have the exact space in your vault that can be utilized to 
handle your silver orderly. Ask for catalogue. 


Address: 


QUALITY PRODUCTS COMPANY 


1513 CLIFFWOOD PLACE CHARLOTTE 3, N. C. 
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sight draft, he would insist on seeing 


‘the furniture before paying the draft. 


If he had learned of the sale of the 
sight draft, he would refuse to pay 
any further money and not take up 
the sight draft because he would know 
that, if the goods were not as repre- 
sented, he would have no recourse 
against the assignees or endorsees. 

“The finance company used the 
number ‘8160’ for purposes of endorse- 
ment to hide its identity to all other 
parties. That method of endorsement 
dovetailed perfectly into the New York 
distributor’s plan. The Spokane re- 
tailer did not, nor did the cashier of 
the Spokane bank, even notice the 
stamped number ‘8160’ on the back 
of the draft until after the com- 
plaint of the finance company was 
served. 

“The finance company carries no 
account under the number ‘8160.’ 
This number is used only for drafts 
and other negotiable paper, and it was 
manifestly used in this case to assist 
the maker of the draft to deceive the 
drawee into thinking that the paper 
had not been sold to the finance 
company. 

“The fact that the New York 
distributor desired the finance com- 
pany to use a number instead of the 
company name for endorsement of 
the draft was sufficient to put the 
company on notice that there was 
something wrong with the paper, and 
when the company actually used the 
number it participated in the distribu- 
tor’s deceit. 

“The stamping of a number is not 
an endorsement in writing. It is not 
sufficient, under our statutes, to pass 
title in this state, as a holder in due 
course, free from the defenses against 
the fraudulent maker of the draft. 
One who claims to be a holder in due 
course with title free from the defense 
of fraud available against the maker of 
the draft, cannot have numbers held 
to be in compliance with the require- 
ment of the statute that the endorse- 
ment must be in writing. 

“The whole transaction of the New 
York distributor with his Spokane 
customer and with the finance com- 
pany is permeated with fraud. The 
distributor, because of his fraud, could 
not successfully defend this action. 
The finance company, with knowledge 
of his fraud, may not, as his assignees, 
under cover of a bank identification 
number ‘8160’ which they call their 
endorsement, succeed in this action 
either. The finance company is not 
an innocent purchaser for value of the 
sight draft in question.” 

Judgment was given in favor of the 
Spokane retailer who thus was en- 
abled to get back the money he had 
paid the bank for the draft. (Bowles 
vs. Billik, 178 Pacific Reporter, Second 
Series, 954.) 
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TIMEWAY 
BANKREDIT 


(CONTINUED FROM PAGE 17) 


to prepare the required forms and to 
arrange for completing the transaction. 

At the present time some 90 per 
cent of our automobile financing is on 
a direct basis. With a return to more 
normal conditions in the matter of 
supply and demand, we anticipate that 
our dealer and direct financing will 
each represent about half of our 
volume. 

The installment loan accounting 
section of our manual supplies a work- 
ing routine for handling this business. 
It provides for classifying loans, giving 
the due day, and the number for each 
account. ‘“‘PL-1-1234,” for example, 
would mean a personal loan, due the 
first of the month and carrying the 
number 1234. 

Our prefixes for loan classifications 
are: ML: FHA Title I loans; GI: 
Title III business loans and Title III 
equipment loans; PL: Personal loans; 
AL: Auto financing, individuals; AD: 
Auto financing, dealer, retail; AF: 
Auto financing, dealer, flooring; AC: 
Aircraft financing, individual; ACD: 
Aircraft financing, dealer; ED: Equip- 
ment financing, dealer, retail; EF: 
Equipment financing, dealer, flooring; 
ENR: Equipment financing, dealer, 
non-recourse; IC: Installment credit 
loans, indirect collection. 

Ledger cards are filed by due date, 
and cards are removed each day as 
payments are made. This leaves 
delinquent cards at the front of the file 
where they automatically come up for 
collection attention. 

The accounting section also provides 
for a daily old and new balance proof, 
and for monthly reports and proof of 
outstandings. 


AS the next step in our preparations 

for building a greater volume of con- 
sumer loans, we turned to the matter 
of advertising. An advertising pro- 
gram is vital to the production of all 
types of consumer credit loans. The 
ordinary type of institutional advertis- 
ing will not get results. It is simply 
not enough for a bank to state that it 
makes auto loans, personal loans, 
equipment and other types of con- 
sumer loans. Its advertising must 
carry the message of how it makes 
consumer loans and why it is to the 
individual’s advantage to do business 
with the bank. 

Carrying out this idea, we turned 
our attention to the preparation of our 
advertising material. This phase of 
our activity came under the direct 
supervision of Willard L. Eccles, who 
is both an officer and director of First 
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L. W. Kalas 
President of 
Telechron Ince. 


devises a bond paper preference chart 


Exacting standards and a superior 
product have made Telechron the 
leader in its field. Exacting stand- 
ards of appearance, workability, 
and feel are applied to Telechron’s 
choice of bond paper. 

When the Telechron motor was 
first invented, it was a new idea 
so new that until then no accurate 
method of measuring and control- 
ling the output of alternating elec- 
tric current had been devised. To- 
day the Telechron motor in the 
Telechron Master Clock performs 
this service for practically all com- 
mercial power plants which generate 
alternating current. The same Tel- 





echron motor operates most of 
today’s modern electric clocks— 
timepieces of split-second accuracy. 

Like Telechron’s electric time, 
the balance in Certificate Bond is 
also a rfew idea. Balance is some- 
thing we have added to Certificate 
which gives you a better printing 
and typewriting sheet. Certificate 
is balanced for modern needs by 
the correct pop test, tear and fold- 
ing endurance for its fiber content. 
Remember the word balance when 
you buy paper. Buy only bal- 
anced Certificate Bond, Opaque 
Certificate Bond, Certificate Ledger, 
and Certificate Index. 


CERTIFICATE BOND 


Manufactured by Crocker- McElwain Co., Holyoke, Mass. 











The Certificate Family of balanced papers, bond, opaque, ledger 
and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 
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Security Corporation and a_ vice- 
president, in charge of public relations, 
of the First Security Bank of Utah, 
at Ogden. 

Our first step was the preparation 
of the ““Timeway Bankredit’’ design, 
using the sundial symbol. We then 
prepared price tags for the use of 
dealers adopting our program, various 
folders both for the use of our own 
bank people and dealers, newspaper 
advertising, bus cards, counter cards, 
decalcomania transfers, counter stand- 
ards, and rate and payment schedules. 

Then, armed with our set of stand- 
ard forms, our manual, and our adver- 
tising material, we were ready to begin 
putting our new, standard program 
into effect. The time was the fall of 
1945, and the procedure was a series 
of meetings covering the banks and 
branches of the system. 


At these meetings we presented the 

material that we had prepared and 
took the steps necessary for putting 
the program into effect. We pointed 
out that through advertising, through 
the direct solicitation of dealer busi- 
ness, and through the offering of a 
uniform service in all of our banks, we 
were ready to develop our share of the 
market. 

We called attention to the fact that 
competition had been keen in the 
consumer credit field before the war 
and that we could expect even stronger 
competition in the days ahead. We 
stressed the fact that it is highly essen- 
tial to make our decisions on applica- 
tions as promptly as possible, in most 
cases while the customer is in the bank. 
We stated that consumer credit loans 
can be made quickly with safety, that 
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the experience of those in this field who 
had sought volume bore out this fact. 

Finally, we discussed the variance 
between commercial lending and con- 
sumer credit lending, and pointed out 
that the most successful banks in con- 
sumer credit were those who had taken 
time, as we were doing, to train their 
people for this work. We also pointed 
to the opportunities in consumer credit 
for young officers who aided in training 
themselves in this activity. 

Since then Timeway service on a 
uniform basis has been available at 
‘all of our banks and branches. In 
eleven of these we now have separate 
consumer credit departments. We 
have likewise placed specialized con- 
sumer credit men in some of our larger 
banks. At other points, mostly in the 
branches, consumer lending is handled 
by the manager. 

Early in 1946 we offered the use of 
our Timeway plan to those of our 
correspondents who are located in sec- 
tions where our banks are not repre- 
sented. This was done at a series of 
meetings held in Salt Lake City, 
Pocatello and Boise, Idaho. We offered 
them the use of our forms under an 
arrangement whereby they could have 
them printed by our printer. We 
offered to supply them with copies of 
our manual, and to make our adver- 
tising available to them. The result, 
today, is that some 20 of our corre- 
spondent banks are using the Timeway 
plan. 

A short time later, it should be 
added, in the summer of 1946, we held 
a further series of meetings with both 
our own banks and our correspondents 
to bring farm equipment financing 
under the Timeway plan. 








Now Available... 
STRAYER “Style c” 


EASY SNAP .. . COLLAPSIBLE HINGED LID 


cornucaTeD FILE BOXES 


200 STOCK SIZES 














.. MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers of BANK SUPPLIES Since 1914 


Prompt Deliveries 





Lock-Seal Night Depository Bags 
Cardboard Coin Boxes 
Steel Coin Trays and Boxes 
Coin Bags and Wallets 
Coin Wrappers 
Currency Straps 
Check Sorters 
Bank Specialties 


Rubber Bands, etc. 
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More recently, at the annual meet- 
ing of the Utah State Dental Associ- 
ation just held from June 5 to 7, at 
Ogden, we announced our new Time- 
way Medical Dental Plan. 

This offers both doctors and dentists 
three methods of financing. In the 
first of these, under which all arrange- 
ments may be completed in the doctor’s 
or dentist’s office, we will discount 
acceptable notes, advancing the funds 
immediately. With this method, we 
will purchase notes at an annual dis- 
count rate of 5 per cent of the face 
amount, with a minimum charge of $3, 
plus a withholding of 10 per cent. In 
the second method, patients may be 
referred to the bank where applica- 
tions may be made for loans under our 
personal loan plan. In the third 
method, we will collect patients’ notes 
and remit the funds as received. With 
this method, a collection charge of 
50 cents per installment is made, and 
the minimum charge is $3. 

Forms and advertising material were 
supplied to all banks and branches 
prior to the announcement. Plans 
were then made for personal contacts 
with doctors and dentists for further 
presentation of the plan following the 
announcement. 


[IN all of our work on Timeway 

financing we have devoted ourselves 
consistently to the building of volume. 
We have done this through the regular 
use of direct advertising, through per- 
sonal contacts with dealers and others, 
and through offering our financing 
service to distributors and manufac- 
turers serving the Intermountain 
area. 

We have also added two services for 
dealers. One of these consists of the 
regular mailing of “newsletters” to 
dealers. We supply an “Automotive 
Newsletter’ for automotive dealers, a 
“Building Industry” newsletter for 
building supply dealers, and a ‘““What’s 
Ahead in Household Appliances’”’ letter 
for appliance dealers. All three of 
these are prepared by the National 
Research Bureau, Chicago, Illinois, 
and are mailed monthly. They are 
imprinted to carry the Timeway Bank- 
redit insignia. 

The other is a mat and cut service 
of the Timeway trade-mark for dealers. 
These are supplied without charge for 
use in the dealer’s advertising. This is 
advantageous to the dealer in inform- 
ing the readers of his advertising that 
his products may be purchased on a 
time basis, and also has been advan- 
tageous to our banks in furthering the 
adoption of the Timeway plan. One 
of the first stores to feature Timeway 
in Utah was the C. C. Anderson Com- 
pany, a large and very well-established 
department store selling many prod- 
ucts. The featuring of Timeway by 
this highly respected store went a long 
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way toward calling our service to the Vi Caceaeas 
attention of other dealers, a good RS Vatho lida il 
~ 


many of whom are now advertising 

our financing service. ign 
Our program is still a new one and = 

there remains much work yet to be ae 


done, but the results are already in 
evidence. Today, consumer loans 
represent 15 per cent of our system’s 


a Makes File Folder Labeling Easier 


FIVE-DAY ee F250 RIGHT ITO 
WEEK mee ee TYPEWRITER / 


(CONTINUED FROM PAGE 21) 


It is expected that this Monday peak 
will tend to level off, however, as cus- 


tomers find that Fridays and Mondays 1 Ag WONT CURE, 
are busy days and they can get faster 50 LASY 7o se. 


service on other days in the week. 

Incidentally, officials of the New 
York City Clearing House Association 
have pointed out in this conjunction 
that the Monday peak will be mini- 
mized as more and more states adopt 
Saturday closings. In that event, it is 
likely that Tuesdays may become a 
heavy day in the clearings or transit 
departments. 

Asked about the reaction of local 
merchants to Saturday closings, Mr. 
Roth asserted that they have had no 
difficulty in ascertaining in advance 
their cash needs for the week-end, and 0 | FANFOLD GUMMED LABELS 
that they readily co-operate with each n y 
other on Saturday should anyone “run ‘ 
short.” However, Mr. Roth did add [| 4s d ! 
very positively: ‘Banks should have Give You All T ese 4 vantages: 


night depositories for the protection of 
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“a FANFOLD GUMMED LABELS, long a favor- Patented Dispenser box. 
merchants. In fact, he flatly stated ite for labeling file folders and many other uses, Can't roll, tip or spill. 
that banks should not close Saturdays now come to you in an exclusive modern package Collephane windew-end 
unless and until they do have such with Cellophane window-end for quick color 5 cae eahaal 
facilities. selection and with patented pull-out tray that Tae GE RR SEPM 

While acknowledging that there enables you to feed up to 500 labels continuously 9 colors for filing classi- 
have been isolated cases of complaints into the typewriter. . fication. Fine bond paper 
over Saturday closings, Comptroller FANFOLDS come in 9 colors—and secretaries takes erasures. Quick- 
G. H. Becht at Franklin Square, be- or file clerks here’s a tip Pe you. par gee stick adhesive. Can't curl 

iev it j ' ing of file folders, use different colors. . . white or stick tegether. Rells 
magnify the number and significance |  FANFOLD LABELS for letters, blue FAN- fey ether, potas 
of such instances He recalls the fact POLI for Ee Comers Se ee om ae 


tracts, and so on. The Globe-Wernicke Co., back inte box. 


that at one time barber shops were Norwood, Cincinnati 12, Ohio. 


open Sunday mornings, and when 






this practice was discontinued there eee ee 
were some laments by individuals ————— ’ 

that it would now be impossible for T at Your Dealer's 
them to obtain barber service. Yet 1 See them these modern 

the public soon accommodated itself 1 Stationers now feature tonin this con- 

to the change. Mr. Becht anticipates x time-savers—disPiay 

that the same thing will be true insofar as 


as the banks are concerned. 

William H. Kniffin, well-known presi- 
dent of the Bank of Rockville Centre 
(Long Island) Trust Co., also lays 
stress on the American public’s adapta- 
bility to change, and says they soon 
become adjusted to the five-day sched- 
ule. FANFOLD GUMMED LABELS 

Turning to some” statistics, Mr. 
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KING COTTON KNOWS 
HIGH QUALITY PAPERS 





Now and then King Cotton visits the 
best fine aes mills. He likes to come to 
PARSONS to see how well we treat the 
new cotton fiber that goes into PARSONS 
papers. He’s happy here because he always 
finds that our careful ponaing of modern 
record papers is worthy of the high quality 
cotton fiber. 

Given the chance, King Cotton will 
watch over your records and your docu- 
ments so they’ll do best the job you want 
them to do. To be as useful as paper can 
be in business, ledger papers and index 
cards should be made with cotton fiber, as 
are all PARSONS papers. 


The most useful records are on cotton 
fiber paper, with its brisk, clean, smooth 
finish and its superior writing and erasing 
qualities. All records kept on cards or 
sheets will be safer for longer, and have 
greater legibility, on cotton fiber paper.. 


Here are PARSONS record papers and cards 


SCOTCH LINEN LEDGER, made in white, buff 
-— blue entirely of the best cotton and linen 
Ts. 
PARSONS LINEN LEDGER, 100% cotton fibers 
in white and buff. 
PARSONS INDEX BRISTOL, 100% cotton fibers 
in white and five colors, 


DEFENDUM LEDGER, 75% cotton fibers in 
white and three colors. 


MERCANTILE RECORD, 75% cotton fibers in 
white, buff and blue. 


MECHANO FORM LEDGER, 50% cotton fibers 
in white and six colors. 


MECHANO FORM INDEX, 50% cotton fibers in 
white and six colors. 


DURABLE LEDGER, 50% cotton fibers in white 
and buff. 


CREST LEDGER, 25% cotton fibers in white and 
six colors. 
So if you want to avoid the problems of 
dog-eared, illegible records, remember King 
Cotton, and that it pays to pick Parsons. 





Parsons Paper Company, Holyoke, Massachusetts 
© Prc, 1947 
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Kniffin cited figures showing that the 
volume of checks and deposits handled 
had not declined during April and May, 
following the introduction of Saturday 
closings. 

Activity during Friday evenings, 
when the bank is open from 6 P.M. to 
8P.M.,has gained considerable momen- 
tum. April 4, the first night the bank 
was open, there were 185 customers 
who transacted some type of business. 
Friday evening patronage had jumped 
to 364 customers, or nearly double, by 
May 23. 

The Monday following Memorial 
Day did constitute a real peak for the 
Rockville Centre bank, with 1,065 
deposits and 5,529 checks being han- 
dled. However, Mr. Kniffin indicated 
that this was taken in stride by the 
staff. His institution is a $15 “million 
bank, in a community of close to 
20,000 population. 

Following this series of calls on 
medium-sized suburban banks, the 
next stop was at the headquarters 
office of a $2% billion metropolitan 
bank, Manufacturers Trust Company, 
New York City. 

Here it was explained that the only 
real internal adjustment resulting from 
Saturday closing has been in the de- 
partments clearing checks. The work- 
ing time of these departments had to 
be rearranged so that the accumula- 
tion of checks over the week-end could 
be dispatched as promptly as required. 
It must be remembered that although 
there are only five banking days in a 
week the volume of checks cleared in a 
calendar week remains the same. In 
bringing about the necessary changes 
some increase in overtime payments 
has resulted. This has been held to a 
minimum, though, it being the bank’s 
experience that elimination of over- 
time is largely a matter of organizing 
the work efficiently. 

The operational functions in most 
other respects than the clearing of 
checks remain about the same. In the 
neighborhood branches, activity on 
Monday and Tuesdays has increased 
to compensate for the shorter banking 
week. Certain departments, however, 
like the Real Estate, Personal Trust 
and Credit Divisions have not been 
affected at all. 

It is interesting to note that bank 
employees helped to sell the idea of 
the five-day week to the public. They 
circulated petitions which requested 
the state legislature to pass the bill 
permitting banks to close on Saturdays 
all year ’round. Some 80,000 signa- 
tures were obtained on these petitions 
by employees of Manufacturers Trust 
Company alone. 

Individuals in other lines of business 
who are seeking a five-day week were 
glad to see the banks take this step, 
as they reasoned it would give impetus 
to the trend for the shorter work-week. 


In writing to advertisers please mention The Burroughs Clearing House 


*“As a result of such factors,’”’ explains 
Alvan E. Duerr in charge of the bank’s 
public relations, “much of the cam- 
paigning was done for us.” 

The operating executives at Manu- 
facturers Trust are all happy about the 
change in employee morale brought 
about by Saturday closing. One tangi- 
ble evidence is the fact that personnel 
turnover has reduced to a minimum 
since the five-day week went into effect. 

“Regarding the effect of Saturday 
bank closing on the general public, 
after all we were closed on Saturdays 
for four months during the summer of 
1946 and our experience was good,” 
Mr. Duerr states. ‘“‘We have found 
that depositors are making deposits by 
mail to a greater extent over week-ends 
and merchants are taking more advan- 
tage of our night depository facilities. 
As to obtaining cash for Saturday 
operations, the merchants have been 
anticipating their needs in this regard 
on Fridays.” 


R. Duerr feels that it is a little 

early to state positively that the 
public reaction is favorable, but at least 
they recognize the trend toward the 
shorter work-week. He adds that the 
employee reaction has been enthusias- 
tic, and that operation adjustments 
are merely a matter of rearranging 
schedules and settling down to a new 
routine. 

The merchants apparently are satis- 
fied to make their week-end deposits 
in the night depositories of the bank, 
according to Mr. Duerr, who adds: 
“The small business man, particularly, 
does not worry about whether he re- 
ceives immediate credit; he is only 
concerned about the security of his 
funds. Asa matter of fact, retail mer- 
chants obtain the greatest share of 
their receipts on Saturday afternoons 
and evenings, and could only deposit a 
part of their Saturday morning receipts 
during banking hours when banks were 
on a five and a half day week. As to 
obtaining cash for Saturday oper- 
ations, the merchants have had no 
trouble in anticipating their needs in 
this regard.” 

Thus, the five-day week has ap- 
parently resulted in no serious reper- 
cussions in the New York metropolitan 
area. But what about the country 
banks? What is the reaction of farm- 
ers, for example? 

To find out the answers firsthand, 
a stop was made at the First National 
Bank in Hudson, located on the Hud- 
son River. This is a $6 million bank 
in a community of about 11,500 popu- 
lation, with a well-rounded territory 
which combines industry, retail busi- 
ness and agriculture. 

Of foremost interest is the testimony 
of Cashier Harold Klein that, whereas 
it is generally believed that the five- 
day week would be the hardest to 
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*‘sell” in the rural areas, Saturday clos- 
ings at the First National have occa- 
sioned no opposition from the farmers 
whatsoever. However, it should be 
explained that the situation in Hudson 
may not be typical. There the stores 
are open Friday evening, and farmers 
are in the habit of coming to town on 
Friday afternoons rather than on 
Saturdays. They can thus transact 
their banking business at this time. 
i. e., Friday afternoon. The bank 
does not maintain any evening hours. 


[N addition to the total lack of 

farmer opposition, Mr. Klein reports 
that the mass of local opinion seems 
to be in favor of the five-day week, 
although there have been isolated in- 
stances of complaints that it represents 
a personal inconvenience. These pro- 
tests largely stem from individuals who 
themselves have Saturdays off, and 
could do their banking during the 
week-end. Those who are working 
Saturdays in other lines of business 
seem to welcome the bank’s action, 
perhaps in the belief that it will 
accelerate the trend. 

“Last year the bank closed during 
the summer, as did all the banks in 
the county, and discovered no serious 
reaction,” Mr. Klein relates. ‘‘When 
the year around closing legislation was 
introduced the county clearing house 
association decided the banks would 
have to go along with it, and prepared 
in advance for the step.” 

The average volume of weekly busi- 
ness handled by the First National has 
been about the same as before Saturday 
closings; it has merely been compressed 
into five days. At the same time, the 
bank does definitely notice an increase 
in the volume of work on Fridays and 
Mondays. ‘We have had to open an 
additional teller window on these two 
days,” Mr. Klein explains, “‘and to 
relieve the increased pressure on the 
staff the bank plans to hire additional 
help during the summer months. Off- 
setting this, the number of work hours 
has been reduced, with a variable work 
week now in effect of 35 to 37 hours 
depending on business volume, whereas 
formerly the staff used to have some 
overtime.” Mr. Klein notes that the 
five-day week has had a _ beneficial 
effect on employee relations. 

All the commercial banks in Hudson 
have night depositories, and they have 
made it a point to supply the local 
merchants with ample cash bags for 
week-end deposits. No difficulty on 
this score was experienced even over 
the long Memorial Day week-end. 
There has been a definite increase in 
the use of the First National’s night 
depository facilities. 

Another country bank, the First 
National Bank of Cortland in central 
New York State, is trying out Satur- 
day closing for a period from June 7 


to September 27. The board of direc- 
tors decided to retain the five-day 
week through September 27, instead 
of reopening on Saturdays the first 
part of September as many of the 
banks are doing, in order that it could 
determine the public reaction to the 
First National remaining closed when 
other businesses, college, etc., start 
opening up around Labor Day. 


Since the bank had just started its 


summer closing experiment, President 
Burr P. Cleveland (vice-president, New 
York State Bankers Association) did 
not feel that experience to date justified 
forming any definite opinion. How- 
ever, he did comment: “Like a lot of 


5} 


other country bankers, I am not in 
favor of Saturday closing, but with a 
majority of banks in New York State 
closed, either year-round or during 
the summer, it seems advisable to go 
along with the program. In these chang- 
ing times there is no doubt but that 
we are headed for a five-day week.” 

Comparative item count figures, 
including deposits, shows that the 
Cortland bank handled approximately 
the same volume during the “non- 
Saturday” week-end of Friday, June 6 
through Monday, June 9, as was 


handled during comparable periods 
ending May 19 and May 26, when the 
bank was open on Saturdays. 





























31 NASSAU STREET 

























Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


| Purchase and Collateral 
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HESE OBLIGATIONS, in maturities not 
6 Sache six months, are eligible for 
purchase by Federal Reserve Banks and as 
collateral for their 15-day loans to member 
banks. The debentures also provide security 
for various fiduciary, trust and public funds. 
Issued under authority of the Federal Farm 
Loan Act, as amended, they may be pur- 
chased, without limitation, by national banks 
as well as by many state chartered banks. 


Denominations from $5,000 to $100,000 are | 
offered for subscription at regular intervals. 


a THE FEDERAL INTERMEDIATE CREDIT BANKS 


Further particulars respecting these desirable 
investments will be supplied by 


CHARLES R. DUNN, Fiscal Agent 








New York 5, N. Y. 
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The banking hours on Friday are 
from 9 A.M. to 5 P.M. No special 
Friday rush developed during the 
initial week of Saturday closing, Mr. 
Cleveland reporting that business was 
“steady.” 

While the foregoing visits to New 
York State banks seem to present a 
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favorable picture of the five-day week, 
it should be recognized that calls were 
made only’on banks having Saturday 
closings, and the negative viewpoint 
has not here been stated. Further- 
more, in nearly all the examples cited, 
the public had already become accli- 
mated to the shorter bank week to 


° ¢ 


some extent, through summer closings 
in previous years. 

Nevertheless, the conclusion which 
may be reached from firsthand reports 
in New York State is that some of the 
objections raised to the five-day. week 
may not prove to be as serious in actual 
practice as they sound in theory. 


HUMAN RELATIONS PROGRAM 


(CONTINUED FROM PAGE 24) 


ployees feel they have a stake in the 
business rather than just a job. 

“Secondly, if we expect employees 
to grow, they must be kept informed 
about all phases of the business. 
Frank talks and discussions from the 
top make partners of our employees. 

“Third, anyone, I think, in good 
health should have fun out of any 
business he’s engaged in. 

“These, in my mind, are basic fac- 
tors in building up a happy working 
family. They build personnel rela- 
tions into a valuable asset. 

“Dissatisfied employees are not only 
a menace to our public relations — 
they may provide the opening wedge 
for more sinister forces that might 
become a most irritating liability. 
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ACCURATE-- 
Handling of loose Coins 


The DOWNEY 
CHANGE TRAY 


THE MODERN WAY 








T's aluminum Tray holds 10 
coins each of pennies, nickels, 
dimes, quarters and halves in each 
of 68 staggered pockets for quick 
handling. Raised black figures on 
border mark pockets. Teller can make 
change with speed. Size of Troy: 
12% in. by 9 in. May be placed on 
counter, ted on pedestal to 
save space or on short legs for 
nesting and storage in vault. 


WRITE TODAY, to DEPT. 8 





The C. L. DOWNEY Company 


HANNIBAL, MISSOURI 
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“Of course, good customer relations 
are a definite asset. The advertising 
of a satisfied customer to his friends is 
better advertising than you can buy 
in any medium at any price. Then, 
too, I feel that our relations with stock- 
holders can be built into a genuine 
asset. Our annual reports need not 
be a cold pile of figures. They can be 
a factual digest of operating figures 
and a colorful interpretation of vari- 
ous phases of the business, with em- 
phasis on the human relations factor. 
We haven’t begun to realize the asset 
value of our stockholders. 


“THEN lastly, on this unseen balance 

sheet —our community relations 
—are they an asset or a liability? Are 
officers active in local philanthropic 
movements, Community Chest, etc., 
and employees encouraged to accept 
civic responsibilities? These things 
place a bank either at the end of the 
street in its community or at the 
center of things. 

“I feel that the public relations, 
personnel relations, and customer rela- 
tions of a bank constitute a balance 
sheet of the future of that bank, and 
are every bit as important as the figures 
that show the present financial status 
of the institution. Desiring to bring 
these matters to the attention of top 
management and knowing that top 
management is apt to think in terms 
of balance sheet items, I’ve emphasized 
the asset value or liability of these 
human relationships, for if a bank is 
to do a good public relations job it 
must, first of all, have the sympathetic 
co-operation of top management. 

“You know, the Financial Adver- 
tisers Association is no longer, as a 
group, chiefly concerned with layouts, 
copy, -and typography. We have 
realized that back of our advertising 
and promotional work there must be 
a basis of good public, personnel, and 
human relationships in banking. Ad- 
vertising is but a tool in the develop- 
ment of good public relations. 

‘“‘Now,” said Goodenough, relaxing 
a minute, “you didn’t come here to be 
lectured at, you came here to check up. 
Let’s have a look around.” 

As we started on our way through 
the bank, ‘“‘Goody”’ resumed his trend 


of thought in the following fashion: 
‘“‘We have made a sincere effort to 
humanize our bank, and I’m glad to 
tell of our activities in this connection, 
for any possible benefit they may be 
to others. 

“In our advertising and public rela- 
tions activities, our objective is to 
paint a definite picture of the bank in 
the minds of the people of Rochester. 

“We do not think that it is enough 
merely to make folks aware of the 
bank, and familiar with our services. 
We believe the average individual is 
motivated to select a certain bank, 
and to use its services, by the feeling 
he has toward that institution. 

“Therefore, we are primarily inter- 
ested in the picture which the Roches- 
ter citizen has of us. We try to make 
him feel that we are a human crowd, 
the kind of a group he would like to do 
business with. 

“Thus, we were gratified to have 
one business occupant of our building 
remark, ‘I just like to come down to 
the bank lobby once in a while. Some- 
how it seems to give me a lift.” Or to 
have another chap comment with a 
grin, “You fellows not only thank me 
when I put money in, but you also 
thank me when I take it out.’ 

‘Actually, any success we have had 
in helping to frame a favorable picture 
of the bank in the community has 
come from a steady accumulation of 
ideas and actions, all planned and 
directed toward this objective. Per- 
haps the best way to illustrate this is 
to cite a few examples. 


*“ ASI said at the outset, Ray Ball’s 

outlook gives a lot of added zest to 
the efforts of the rest of us. Just for 
instance, about five or six years ago 
we conceived the outlandish idea of 
introducing recorded music in the 
bank. As far as I know, we were the 
initial bank in the country to adopt 
this experiment, and I recall that 
fellow F. A. A. members hooted when 
I first told them about it. Yet when 
I broached the subject to our presi- 
dent, his reaction was: ‘Go ahead 
and try it out, and we’ll see how it 
works.’ We have music in the lobby 
and throughout operating departments 
and from the start it has been a hit 
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with customers and with the staff. 

“Our advertising helps to achieve 
the objective of creating a friendly 
feeling toward the bank, in addition 
to promoting our services. A popular 
series of newspaper ads has featured 
‘Sidney’ and ‘Martha,’ two carefully 
developed characters —not caricatures 
—who together comprise an everyday 
couple. They carry on typical conver- 
sations concerning financial problems, 
dreams for a new home, and so on. 
We find that we can put into their 
mouths words and ideas which would 
be difficult for us to express directly, 
and the illustrations give the ads a 
human touch that is often lacking in 
financial promotion. 

“Another rather unusual ad series 
of ours ‘had its inception at a local 
luncheon meeting. Someone got off a 
‘corny’ joke aimed at banking, and I’ll 
confess it got under my skin and made 
me mad at first. Then, we got the 
idea of turning old ‘bromides’ of this 
kind around to our advantage. We 
started a, series of newspaper ads 
headed, ‘Old Jokes.’ Each ad .re- 
counted a familiar antibanking gag. 
For instance, Ed Wynn’s observation 
that ‘A banker is one who will loan 
you an umbrella when the sun is 
shining and take it away when it 
starts to rain.’ 

“*We always get a laugh out of 


that one,’ this particular ad continued, 
as it explained that times have 
changed and that banks have ‘um- 
brellas aplenty now for use in rainy 
weather, too.” The copy then outlined 
present-day loan policies as applied to 
our institution. 

“Some of our branches are located in 
suburban areas where there are many 
newcomers, both residents and busi- 
ness concerns. So, in local weeklies, 
our advertising has carried a listing of 
merchants in the areas served by our 
suburban branches. This has had a 
favorable reaction both from the busi- 
ness men and the public. 


“WE have also personalized and 

popularized the bank through our 
radio program. This had its anteced- 
ents during the war, when a bridge 
was erected over Main Street in front 
of the bank, and a Liberty Bell was 
installed on it which rang whenever a 
bond was purchased. <A_ returned 
veteran, Al Sisson, did a splendid job 
of relating human interest stories 
through a loud speaker in conjunction 
with the bond sales. 

“‘After this the bank put him on a 
local radio station and launched a new 
program called ‘Main Street.’ Every 
weekday morning, Al chats informally 
about the doings of local townspeople. 
It may be about some ‘pie birds’ that 


53 


a blind ex-Marine is making and sell- 
ing, or a call for old Christmas cards 
for a local hospital, or perhaps an 
appeal for gifts for a yuletide party to 
be given needy youngsters. In such 
instances, the bank may relinquish its 
commercial identification during the 
broadcast, but the listeners still con- 
nect the program with us. 

“Our broadcaster is adroit in pre- 
paring interesting anecdotes and other 
details about local dealers who use our 
loan plan. In each case he sends a 
typewritten transcript to the dealer 
accompanied by a friendly letter from 
Leland D. Judd, our assistant vice- 
president in charge of installment loans. 

“Once a week, Al cites the ‘out- 
standing banker of the week,’ some- 
one connected with the bank who rates 
special mention. In each instance the 
individual receives a copy of the 
transcript and a letter of congratula- 
tion from President Ball. This serves 
a dual purpose in that it gives staff 
morale a boost, and helps to personal- 
ize the bank in the minds of the public. 

“The radio program is of an Ernie 
Pyle type and is devoted to covering 
the doings around town, with much 
time being given to the promotion of 
local projects. This is one way that 
the bank fulfills its civic responsibility 
and helps to make ‘community rela- 
tions’ an asset on our balance sheet. 
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“Also working to this end is our 
policy of opening our lobby to displays 
of all kinds—flower shows, snapshot 
contests, coin bank displays, builders’ 
exhibits, hobby shows, etc. This 
makes friends, attracts people into the 
bank, and transforms the lobby into 
a place of life and color. 

“In talking about community rela- 
tions I have particularly stressed the 
desirability of bankers being active in 
civic affairs. Reviewing a publicity 
scrapbook which we maintain for 
the bank, you will note that during 
a two months’ interval unsolicited news 
photos and stories appeared in the local 
press in conjunction with the participa- 
tion of seven of our officers, three direc- 
tors and two employees in campaigns 
of civic and national organizations. 
Included was the presentation to 
President Ball of the 1947 Civic Medal 
award for outstanding service and 
leadership in the community. In 
approbation of this award, a _ local 
newspaper stated: ‘We can think of 
no one man of his generation who has 
contributed so much to the commu- 
nity’s civic health and advancement 
as Mr. Ball.’ Spontaneous publicity 
of this kind is of inestimable value to 
a financial institution. 

“Lately we have been taking better 
advantage of the opportunity which 
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the annual report provides to enhance 
our relations with stockholders, for 
they can be a vital influence in affect- 
ing our unpublished balance sheet. 
Until recently our report was a prosaic 
little folder without illustration, largely 
a statistical summary of the year’s 
results. Then, in reviewing our 1945 
operations, we made our report more 
interesting through the use of color, 
together with photographs of Roches- 
ter landmarks and the bank’s branches, 
and an illustrated reminder of the 
bank’s services which we hoped stock- 
holders would tell their friends about. 

“The report for 1946 goes still 
further, and has really attracted atten- 
tion. It first illustrates a series of 
checks, drawn on the various banks 
which have combined through the 
years to form the present institution. 
This is followed by the traditional mes- 
sage to stockholders, which briefly and 
concisely cites operating results. How- 
ever, the bare figures in themselves do 
not mean much to many of the recipi- 
ents. In attempting to present a 
glimpse of the human factors behind 
the figures, we included a pictorial 
story of ‘What happens to your check 
when it travels through Lincoln Roch- 
ester.’ The journey is personalized by 
a pen-sketched gentlemen labeled ‘Mr. 
Check,’ who directs attention to close- 
up photos of some of the transactions 
involved. The accompanying text 
tells of the work of seventeen pairs of 
hands which handle each check. A 
light touch makes the story quite 
readable. 

“Gratifying reactions to the annual 
report included this comment from the 
treasurer of a large Ohio corporation: 
‘It certainly does a whale of a job from 
a. public relations standpoint —not 
only for your own institution but for 
banking industry in general. If more 
people were acquainted with the intri- 
cacies and actual work carried on in a 
banking institution as outlined in 
your report, I am certain that their 
attitude towards the industry would 
be immeasurably improved.’ 

“The ‘Mr. Check’ innovation was 
so well received that we lifted this 
feature from the annual report and 
converted it into a mailing piece which 
was sent to 30,000 customers, along 
with an inserted sheet embodying a 
convenient form for ordering personal- 
ized checks and an illustrated explana- 
tion of how to write a check correctly. 
This is in line with my previous state- 
ment that building reserves of good 
will and developing new business can 
be closely combined. 

“In striving to create the friendliest 
possible feeling toward the bank, we 
place a great deal of emphasis on cus- 
tomer relations. Under the direction 
of Vice-president Frederick W. Whit- 
ney we have a well-organized program 
of customer calls, with specific indi- 


viduals being assigned to the different 
officers. During the course of a year, 
from 1,000 to 1,500 of these calls are 
made. Special customer service, such 
as the obtaining of economic data, is 
provided through Clarenee E. Higgins, 
assistant vice-president, who makes 
research studies for the bank. Our 
emphasis on customer relations can 
also be seen in such little touches as 
the commodious box of free book 
matches in the lobby, along with the 
comfortable furniture and a homelike 
rug. 

“Possibly the fact that we are cus- 
tomer relations minded is reflected in 
the decision of one of our branch man- 
agers, Kendrick Smith, to select for his 
Graduate School of Banking thesis the 
topic, ‘Public Psychology in Banking.’ 
In this he is blazing quite an uncharted 
trail, in analyzing the psychological 
effect on customers of such factors as 
loan policy, lobby arrangement, gov- 
ernment regulations, the FDIC, and 
so on. Somewhat of a_ practical 
psychologist himself, Manager Smith 
has endeared himself to the neighbor- 
ing ‘small fry’ by equipping the branch 
with a fully-furnished doll house, a 
small table, and a supply of drawing 
books with crayons. Incidentally, we 
have 15 officer graduates of Rutgers. 


“OF course, no bank can have a suc- 

cessful customer relations program 
unless it has its personnel relationships 
pretty well in hand. Like all metro- 
politan banks that I am familiar with, 
we still have our private little head- 
ache with employee turnover, and 
probably will have to continue to live 
with it indefinitely. Nevertheless, 
under the direction of Edmund J. 
Tuety, vice-president and secretary, 
we have developed personnel policies 
that are well calculated to hold em- 
ployee friction to a minimum and, 
indeed, to generate loyalty and en- 
thusiasm for the institution. 

“Partly it’s a matter of atmosphere 
or official attitude. We don’t culti- 
vate an air of austere dignity in the 
top ranks, and there’s little of the 
‘Mr.’ stuff around the premises. As 
might be suspected, I’m pretty gener- 
ally hailed as ‘Goody’ throughout the 
ghep. 

It’s also partly made up of little 
things which come under the heading 
of personal recognition. For instance, 
whenever anyone on the staff has a 
birthday anniversary the event is sig- 
nalled musically over the bank’s ampli- 
fying system, and associates throw an 
informal birthday party. 

““A staff publication, the Linc-All 
News, helps to knit the staff more 
closely and amicably together. Edited 
by Martha McKane, it is written at 
the employee level with little or no 
‘official’ communiques and a maximum 
of gossipy material about individuals. 
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“Such things are important, but 
even more fundamental to personnel 
relations is a bank’s policies in regard 
to salaries and promotions. Here, our 
keynote is flexibility. We have noted 
that some of the large banks have 
committee systems which tend to be 
unwieldly, in that they require too 
long an interval for decisions on 
changes or raises. In such matters, 
proper timing is frequently the most 
vital consideration. So, we have cen- 
tralized responsibility for salaries, pro- 
motions and personnel policies in the 
hands of Mr. Tuety and the various 
supervisors. Wage brackets have been 
set for 130 work classifications, and 
basic rates are kept uniform for the 
same type of work. At the same time, 
individual salary adjustments are made 
monthly —not semiannually or yearly. 
Rates have been increased over 50 per 
cent since 1941. When promotions 
are made, we try to make eight or ten 


shifts at the same time, for we believe © 


that such changes are stimulating and 
give individuals a better rounded back- 
ground. To assist in determining pro- 
motions a special rating form has been 
developed which also provides a his- 
tory of the employee’s experience. 
“Beyond their salaries, extra com- 
pensation is paid to staff members 
through three sources. To encourage 
a sales-minded attitude the bank pays 
definitely established cash commissions 
for new business. To stimulate con- 
structive thinking, awards are made 
for approved suggestions. Third, the 
bank maintains a wage dividend plan 
of employee participation in profits, 
the details of which were outlined on 
page 60 of the May issue of The 


o 


Burroughs Clearing House, in the 
article ‘Pros and Cons of Profit Shar- 
ing.’ ‘ 

“We place a great deal of emphasis 
on our supervisory group, consisting of 
about 50 department heads, branch 
managers and assistants. Our theory 
is that only through capable and well- 
trained supervisors can an efficient 
staff be developed which will be an 
asset from a public relations stand- 
point. Beyond taking A. I. B. courses 
in training methods and job relation- 
ships, our supervisors in small groups 
have had the benefit of a series of 
dinner meetings, attended by Presi- 
dent Ball. Here questions, which 
have been solicited in advance, are 
answered in full detail. We have 
always taken the position, “You super- 
visors have a right to know what is 
going on in your bank and what part 
you’re expected to play in it,’ and the 
meetings help to clarify this.” 


‘THs review has only touched some 

of the highlights of our visit to 
the Lincoln Rochester. We left, con- 
vinced that their balance sheet of in- 
tangibles was heavily weighted on the 
Asset side. 

And Goodenough said, as we were 
leaving: ‘“‘When it comes right down 
to bedrock, good public relations help 
pay current dividends and build up 
reserves —reserves of good will that 
one day we may find very useful in the 
banking business. Sound public rela- 
tions, translated nationally and applied 
to all types of business, could do more 
to preserve our present economic and 
political system that any other type of 
public suasion.” 
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DIRECTOR CLUTCHBILL 


(CONTINUED FROM PAGE 25) 


breathed Mr. Spearhawk in a strange 
voice. 

“The natural place for incipient 
loans,” Mr. Clutchbill assured him. 
“If you ever noticed, when a man is 
taking gas to get a tooth pulled, his 
headpiece lets go of secrets. It’s more 
so when he’s jabbed with novocain 
and waiting during those soul-squeez- 
ing moments for the forceps. He 
always spills what’s on his mind then 
to keep up his nerve .. . he just has to 
hear his own voice going. During the 
pulling and yelping I could get a loan 
there almost any day. I would need 
Mr. Spearhawk for a sort of secretary.” 

“No, sir!’ Mr. Spearhawk was 
slowly rising with an eye on the door. 
“I just couldn’t take it, them tooth- 
dragging yells.” 

““Mr. Spearhawk, for gosh sakes, sit 
down! I don’t know but what Clutch- 


bill has something. Sit down in- 
stantly,” ordered Mr. Perkins. And 
then to Mr. Clutchbill: ‘“‘We won’t 
get into trouble, will we?” 

“No-o, I don’t think so if Spear- 
hawk doesn’t lose his nerve.” 

“I don’t know what it is, but I 
won’t do it.” Mr. Spearhawk pushed 
his chin down into his collar and closed 
his eyes. 

“You’ve got to. We've got to try 
something.” 

“Why don’t you get McTavish?” 

“I’ve got to have a fast runner,” 
explained Mr. Clutchbill. ‘“‘Now, eh, 
the morning is still young. If Mr. 
Spearhawk will remain here, I will go 
upstairs to Abe Judd’s hornet den and 
learn of any likely loan prospects he 
has coming in.” 

With deaconlike dignity Director 
Clutchbill made his way out, leaving 
Mr. Spearhawk huddled in his chair. 
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Speed, More Efficiency 
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“Good morning, doc,” said Mr. 
Clutchbill opening the door to the 
upstairs dental parlor. 

“Hello, Aaron,” nodded Doctor Judd 
slowly lifting a large angular face over 
an upper set of false teeth in his hand. 
“That last old molar stump beginning 
to backfire on yuh at last?” 


“Oh, no, she’s holding. Just making - 


a neighborly call. I’m out scouting 
for loans. Thought this might be a 
neat place to pick up one. Folks usu- 
ally open their beaks when they’re 
having a fang drawn, don’t they?” 

“Secrets hop out of ’em faster’n 
corn out of a popper.” 

“Now, em-m, our local borrowers 
are well known to us... some of them 
too well known. But you have prime 
patients come from far away. Any 
such likely to come in today?” 

Picking an old leather-bound ap- 
pointment book from the lofty roof of 
a roll-top desk, Dr. Judd lifted his 
thin eyebrows and began turning the 
pages and mumbling brokenly. 

“Eh-h, “Yvonne O’Conner; pull eye- 
tooh’ —she’s a native.”” Dr. Abe Judd 
ran down to the next item. “ ‘Silas 
Udall; scale front teeth.’ ” 

“He never borrows,” uttered Mr. 
Clutchbill. 

“‘Em-m, well, here’s one might suit 
yuh. ‘Hiram Buzwell; probably pull 
remaining wisdom tooth.’ Mr. Buz- 
well comes from twenty miles west of 
our village.” 

Mr. Clutchbill nodded. “I'll bet 
he’s mixed up with the Buzwell Mills. 
When does he come in?” 

**At two this afternoon.” 

“Guess I'll drop in.” 

“Always glad of company. You 
may come in handy. Some of ’em 
need holding; they get scared and run 
for the door. Likely to lose $2 in that 
case.” 


FEW moments later Director 

Clutchbill entered the twilight of 
the Ferndale National’s directors’ room. 
Mr. Spearhawk sat there alone. 

“Well, Mr. Spearhawk,”’ announced 
the old director, “we are about to 
have an adventure. At 2 o’clock a car 
from a foreign port will dock at our 
curb. A man will get out and go up 
to Doc Judd’s molar morgue. There 
is thought to be a chance he will come 
back downstairs on his coat tail. I 
don’t want him to get away. You are 
clever with cars. Just step out of 
the bank in his absence and disconnect 
something on his engine. Return to 
the safety of the bank and wait 
developments.” 

“It’s against the law,” instantly 
croaked Mr. Spearhawk. 

“I will be responsible, and probably 
will have hold of his coat tail at the 
time.” 

That afternoon at 5 minutes to 2 a 
pale green sedan with a lone occupant 
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nosed slowly up to the bank’s curb. 
A small redheaded gentleman got out 
and cast a-nervous eye aloft at the 
upstairs windows. 

From his hiding place behind the 
bank window Mr. Spearhawk watched 
the stranger creep with hesitant step 
across the walk and disappear up- 
stairs. Mr. Spearhawk slipped out, 
tiptoed to the car, gently raised the 
hood and disconnected four of the six 
wires to the engine’s spark plugs. He 
then went into the bank, passed Mr. 
Clutchbill without a word and hid in 
the coat room. 


R. Abe Judd was gazing silently 
into the open mouth of the red- 
headed gentleman when the old di- 
rector entered the office and sat down. 
‘Hm’ ff,” grunted the doctor’s muf- 
fled voice, ‘“‘what’s it been acting like?” 
“Ga-wa-wa... wa-ar-r,” gargled 
the patient, “it’s ached at half hour 
shifts for two weeks . . . now it’s quit 
but it’s sore to bite on.” 

“E... yess,” sympathized Dr. Abe 
Judd. ‘Let me tap it with this chisel.” 

““Wee ... ek-k! !” 

“Hurt?” 

“*Ker-istmas!”’ 

“Aha, she’s dying. Probably an 
abscess on it. She’ll have to come out.” 

*“Now?” 

“Oh, yes!” 

“I’m pressed for time.” 

“‘She’ll make your legs wind up like 
a corkscrew if you leave her,” purred 
the doctor. 

“Well - eh, I dunno.” 

“It won’t take only a few minutes, 
if she don’t break. There. . . open, 
eh, a little wider.”” The doctor was 
holding a nickel-plated humming bird 
with a long thin beak in front of 
Mr. Buzwell’s face. ‘“‘Nothing but a 
little novocain,” soothed the doctor. 

“E ... Eck!’ squirmed Mr. Buz- 
well at the sharp prick. 

There followed a long span of heavy 
breathing. 

**My lips are gettin’ numb, and one 
side of my nose.” 

“Just what I want.” Dr. Abe Judd 
got out a pair of forceps and applied a 
drop of oil on their joint. 

*“What’ll happen if she busts?”’ came 
the patient’s voice in a wave of alarm. 

“Oh, we dig ’em out.” Dr. Abe 
Judd gazed fondly at the man’s red 
thatch. ‘‘Wouldn’t wonder if there’s 
four red hairs on the top of that 
tooth, she’s a long one.” ; 

“Wish I’d waited till after... after 
I got back from the bank at Whitepine 
Village.” 

Mr. Clutchbill leaned in his chair 
and threw forward both ears like 
reflectors. 

“Putting an addition on my mill,” 
said Mr. Buzwell. 

**Mill?”’ asked the doctor kindly. 

“Yeah, it’s for making skiis. Is 


that clock right?” 
sitting bolt upright. 

“I think so,”” hummed Dr. Judd. 

Suddenly ‘the red-haired patient 
leaped out of the chair. “I gotter go! 
If that tooth busts I’d never get to 
the bank!” 

Director Clutchbill saw something 
red and gray flash by and dove into 
its wake. 

When the old director rushed out of 
the downstairs door a green sedan at 
the curb seemed exploding in separate 
sections. Mr. Clutchbill hovered in 
mid-flight, then in a moment of silence 
rushed toward the car where Mr. Buz- 
well jabbed down again on the starter. 

“V00-0! . . . Ky-runk-k! . . . pop- 


° 


Mr. Buzwell was 


pop. 
Mr. Clutchbill ran his head into the 
car’s window. “Having trouble?” 

“Trouble? My mouth is froze with 
novocain, and so is this cussed car!” 

“You wait a minute! We’ve got a 
car expert right here in the bank.” 

In two minutes the old director 
came out of the bank with Mr. Spear- 
hawk almost skidding on his heels. 

“There,” comforted Mr. Clutchbill 
to Mr. Buzwell, “come in where it’s 
restful and let Mr. Spearhawk put 
this car right.” 


FEW moments later in the directors’ 

room Director Clutchbill sat down 
beside his guest. “I was in the dentist 
shop and know just how you feel. 
Banks clamp shut so sudden after- 
noons.” 

“Do . . . do you belong to this 
bank?” lisped Mr. Buzwell. 

“Yes.”” And then in a lower voice: 
“I’m its main prop and personal rela- 
tions man.” 

Mr. Buzwell stared long and anx- 
iously at the big clock on the wall. 
“T’ll never make it. I was trying to 
get to my bank to sign up for a $10,000 
loan to enlarge my mill; she’s going 
like a hive of beavers.” 

‘Have to pay much over there for 
a loan?” 

“Five.” 

“Goodland! Five?’ Mr. Clutch- 
bill opened his mouth in wonder. He 
then began speaking, almost purring 
in a soothing voice. “Why, my dear 
man, you’re sitting right now in a 
bank that'll let you have $10,000 


at 434%.” 
“You mean it? Get the papers!” 
“There!” said Mr. Clutchbill ten 
minutes later, “is your jaw still 
numb?” 


“Yes, and my nose, too.” 

“Go right upstairs and let Doc Judd 
rid you of that old aching fang. This 
bank never lets go of anyone till 
they’re in prime running order. I can 
hear your car’s engine purring like a 
kitten. Our Mr. Spearhawk must 
have corrected it with the Ferndale 
National’s expert touch.” 
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How your Bank can broaden its usefulness 


© °°! PUELUC UIMMTIES 


@ The tremendous expansion program now being 
undertaken by the public utility industry gives banks 
an excellent opportunity to be of still greater service 
to the electric and gas utilities industry and to 
natural gas and pipe line companies. 

If your bank needs assistance in this important job, 


the Irving is exceptionally well-qualified to provide 


Irvine [Rust COMPANY 


One Wall Street 


it. Our group of Public Utility specialists has had 
years of practical experience in dealing with the 
financial requirements of this industry. Directing this 
operation is an executive who has been active in 
the top management of public utility companies 
for over thirty years. Their service is at your dis- 


posal. 





Send for our New Leaflet... 


“BANKING AIDS TO PUBLIC UTILITIES” 


Describing Irving's special- 
ized facilities, this new leaf- 
let may suggest opportuni- 
ties of mutual advantage. 
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have been mailed! 





AMERICA, | To assure your customers 

still wider acceptance of 
Exvazs® | American Express Travelers 
Cheques, more than 100,000 brochures 
have just been mailed to hotels, vacation 
resorts, tourist camps, department stores 
and gasoline filling stations. 

Inside the brochure a full size American 
Express Travelers Cheque is shown with an 
example of just how a Travelers Cheque 
should be countersigned and accepted 
without risk of loss. It emphasizes that no 
identification is required excepting this 
countersignature. 











This nation-wide circularization assures 
immediate acceptance of American Express 
Travelers Cheques in out-of-the-way places 
as well as at urban hotels and other estab- 


lishments serving vacationists and busi- 
ness travelers. 

They help pave the way for greater-than- 
ever vacation-time sale of American Ex- 
press Travelers Cheques by your bank. 

They are a logical part of the tremen- 
dous national advertising and promotion 
program of American Express Travelers 
Cheques—a program which makes Ameri- 
can Express Travelers Cheques the most 
widely accepted of all Travel Funds. 

Write to W. H. Stetser, Vice President, 
American Express Company, 65 Broad- 
way, New York 6, N.Y., for the broadside 
that shows the newspaper mats available 
to help you capitalize on this national 


program through your bank’s local 
advertising. 


AMERICAN EXPRESS 


Travelers Cheques 











